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Wash. Commissioner 
Proposes Abolishing 
Term Fire Contracts 


Sullivan Tells Agents This Would 
Help Solve Problem of Provid- 
ing Adequate Insurance 


WOULD AID COS.’ SURPLUS 


Asks That Executive Committee of 
NAIC Meet Soon to Give Special 
Study to This Problem 














An inflation-sired problem in under- 
writing fire insurance, that of the indus- 
try’s present difficulty in giving full in- 
surance protection, was cited during the 
second session of the Washington Insur- 
ance Agents’ Association meeting in Spo- 
kane last week. William A. Sullivan, In- 
surance’ Commissioner, proposed that 
long-term fire insurance contracts “be 
abolished” to better the over-all protec- 
tion, 

He traced the problem to three con- 
tributing factors: fast rise in property 
values, increase in construction costs and 
appreciably increased fire losses. 

High Standards Must Be Protected 


Mr. Sullivan advised the agents that 
for sound insurance “there must be a 
close relation between the surplus funds 
of fire insurers and the volume of pre- 
miums being accepted by them. Under 
present conditions influenced by inflation, 
there “just isn’t enough capital in the 
fire insurance business” he said, “as 
operations are now being conducted to 
provide sound insurance to every de- 
serving risk.” 

He stressed also that the “present high 
standards of soundness” in fire insurance 
must he protected, and that “no devia- 
tion irom the standard will be tolerated, 
either by the companies, the Commis- 
“ivi insurance agents or the policy- 
holde: 

“For weeks I and the members of my 
staff ive sought a simple and common 
sense olution to this problem of fire 


insur capacity. The answer is 
abolit’ of the so-called term rule. I 
lave ‘en in correspondence with Seth 
ee ipson, Commissioner of Oregon 
and ;. sident of the National Association 
ot Tr srance Commissioners, and with 
Com sioners of all other states in the 
nati 

He (so suggested a meeting of the 
exect committee of the NAIC to be 
held ‘soon as possible” which would 
be gi a study of the term rule and to 


Continued on Page 21) 
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A Satisfying Career | 


The career of life underwriting, as seen through the eyes of 


one Pennmutualist, has been summed up in these words: 


“I like selling; I like to analyze a condition and find a satis- 
factory solution; I would not sell anything that destroys a home 
or causes actual privation to a family merely that | might make 


money on that sort of deal, 


“I believe life insurance benefits the buyer; that it benefits 
the seller also, gives him the incentive to perform the work re- 


quired to achieve the desired goal for both. 


“T feel that this work gives greater cash returns as well as 
spiritual uplift than anything I know of. It seems to call a higher 
type of man than do some other forms of selling. And it is my 
belief that a man can stay with this kind of work long after he 


would be burned out on many other jobs.” 


THE PENN MUTUAL LIFE INSURANCE CO. 








JOHN A. STEVENSON 
President 


INDEPENDENCE SQUARE, PHILADELPHIA 
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Committee Chooses 
Robt. B. Richardson 
For ALC Presidency 


Also Nominates R. E. Henley and 
T. A. Sick as New Members 


of Executive Committee 
ASS’N MEETS IN OCTOBER 


Laurence F. Lee, Occidental Life, 
N. C., to Retire From 
Executive Committee 


Robert Burns Richardson, president, 
Western Life Insurance Co. of Helena, 
Mont., has been nominated for presi- 
dent of the American Life Convention 
to succeed Dwight L. Clarke, president, 
Occidental Life of California. The an- 
nual meeting of ALC takes place in 
Chicago, October 6-10, T. A. Sick, 
president, Security Mutual Life of Ne- 
braska, and Robert E. Henley, presi- 
dent, Life Insurance Co. of Virginia, 
have been nominated for three-year 
terms on executive committee of ALC. 
Renominated for three year terms are 
Alexander T. Maclean, president, Mass- 
achusetts Mutual Life; and S. J. Hay, 
president, Great National of Dallas. 

Laurence F. Lee, president, Occi- 
dental Life, Raleigh, N. C., and of Pen- 
insular Life Jacksonville, Florida, is re- 
tiring as a member of the ALC execu- 
tive committee at completion of his pres- 
ent term. He first became a member 
of the committee in 1945. Chairman of 
nominating committee is O. J. Arnold, 
president, Northwestern National. 


Richardson Career 


Mr. Richardson was born in the vil- 
lage of Buffalo Hart, Ill, in January, 
1899. He was educated at the Univer- 
sity of Michigan, receiving the degree 
of A.B. in actuarial science in 1920. 
Meantime, he had served in the Marine 
Corps for two and a half years during 
World War I, most of his service be 
ing in France. Shortly after his gradua- 
tion from the university Mr. Richard- 
son became associate actuary of the 
New World Life. In 1928, he resigned 
to become actuary of Western Life. 
He was elected vice president and ac- 
tuary in 1932, and executive vice presi- 
dent and general manager in 1933. In 
February, 1938, he became president of 
the company. 

Mr. Richardson is a regent of the 
Life Officers Investment Seminar and 
a member of the board of directors, 
American Service Bureau. In 1935-8 he 
was vice chairman of the board, Life 


Insurance Sales Research Bureau. He 
is president of St. Peters Hospital and 


(Continued on Page 8) 
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To 
LIFE UNDERWRITERS 


You can create new business and increase present volume by persuading your clients to finance 
their Life Insurance Premiums through THE CHASE LIFE INSURANCE PREMIUM BUDGET PLAN. 


PRINCIPAL FEATURES: 


1. Your client signs a note for the total amount 3. Your client repays the Chase in convenient 
he would usually pay at the quarterly rate to monthly installments, over a period of one 
carry his life insurance for one year. year, at the same total cost, in most instances, 

2. The Chase pays your client’s premiums for as his insurance charges would be if he 
a full year in advance. paid them on a quarterly basis. 


Our folder, THE CHASE LIFE INSURANCE PREMIUM BUDGET PLAN, 3s 
available in quantities to underwriters for distribution to their policyholders. 


THE CHASE NATIONAL BANK 


OF THE CITY OF NEW YORK 


Member Federal Deposit Insurance Corporation 


Consumer Credit Department 
52 Cedar Street Telephone HAnover 2-6000 New York 15 
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VILLIAM MONTGOMERY 


The Acacia Mutual Life of Washing- 
ton, D. C., now has more than $750,000,- 
(00 insurance in force and its objective 


is $800,000,000 by the end of 1947. 
President William Montgomery is ex- 
periencing a lot of satisfaction when 
he thinks of all that has happened in 
the wavy of growth since December 26, 
1893, when he became directing head of 


t 


le company. 


At the time it had 610 


policyholders and $360,000 outstanding 
insurance. Its assets were $11,000. 

For a period it was practically a one- 
man organization as he wrote business, 
placed policies and attended in addition 
to the administration requirements ot 
the company. 


“Furniture in 


the office in 1893 con- 


sisted of an unpainted school desk, an 
iron safe and some chairs,” he said re- 
cently. “All financial records were kept 
on check book stubs. The space occu- 
pied was in a small second floor room 
in an old building.” 


Born in Ireland 


Born in Tyrone County, Ireland, and 


educated 


n Donaghmore, Mr. Mont- 


gomery had arrived in this country with 


only a few dollars in his pocket. 


He 


began his insurance career as a clerk 
ior the Masonic Mutual Relief Associa- 
tion of the District of Columbia which 
was chartered in 1866 by a special act 


ot Congress. 
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ecame 


It later changed its name 
Mutual Life Association and 
the Acacia Mutual Life 


e Co. 


« 


t 


1oOns 


i plan of assessment, graded 
0 age, was adopted. Medical 
were required and on 


that year the first agent was 


ur 
nt 


ing 1896 319 new policyhold- 
insurance. A year later a 
appointed and was paid $20 
3y 1902 the company was 
n Virginia, Pennsylvania and 


rolina as well as in the District 


nl 
tc 
b 
it 
2 


at 


ia, and the charter was 
) provide for the issuance of 
to $2,000. In 1903 came one 


iggest steps forward—the 
of the charter by Congress, 


company on a legal reserve 
year, too, the first mortgage 


nade. Three new policy forms 
ed—Whole Life, 20 Pay Life 
car Endowment. 


it was necessary to move 
space on the second floor of 
ilding was taken. Insurance 
iat year had passed the $2,- 


rk. In 1908 the company be- 


irst insurance organization to 
sight draft plan to give bene- 
mediate funds to pay funeral 
In the folowing year a divi- 
aid to all policyholders at the 


“o of their annual premiums. 


he company again got larger 
this time in the Masonic 
Washington. Assets had 


$250,853 and insurance in 
In the 


next 


iore $4,000,000. 





ontgomery Has Seen Acacia 


Grow From 610 Policyholders 


year the company held its first conven- 
tion. Number of field men at the con- 
vention: 15. 

Elected President in 1919 


The company moved into its own 
home office when it bought a building on 
H Street, Washington, in 1917, and 
which building it occupied for ten years. 
In 1919 William Montgomery was 
elected president of the company and 
the following year an addition was made 


to the home office, business in force at 
the time being $71,000,000. 

Because of space demands the com- 
pany moved again in 1921 by which time 
it had passed $100,000,000 in force. A 
new amendment by Congress to the 
charter gave the company authority to 
issue insurance in any amounts. The 
company moved into another new home 
in 1928 and in 1932 it had more than 
$350,000,000 in force. 


The present home office building of 


Past Service Benefits 


This article is reprinted from Central Hanover Pension Bulletin, a monthly letter 


of Central Hanover Bank and Trust Co., New York, published for the bank by Pren- 
tice-Hall, Inc. Copyright 1947 by Prentice-Hall, Inc. 


The one factor which more than any 
other seems to cause companies to post- 
pone the adoption of a retirement plan 
(or decide against it altogether) is the 
cost of providing benefits for services 
rendered before the plan was adopted. 

Often the president or treasurer of a 
company says that a study of a retire- 
ment plan for his employes disclosed a 
prohibitive past-service cost; for that 
reason any idea of adopting a plan was 
abandoned. 

3ut past-service costs are only the re- 
sult of delay in establishing a pension 
plan. If a corporation were to adopt a 
plan soon after it began operations, 
there would be little or no past-service 
cost. With each year of delay that item 
increases in size. 


Unwise to Defer Adoption 


Therefore it is unwise to defer the 
adoption of a plan no matter how large 
past-service costs have grown. Even if 
a company plans to fund the past-serv- 
ice costs, it can spread the cost over a 
period of ten years, twenty years, or 
even longer. If that method is not prac- 
tical in a given case, then some other 
way can be found to provide adequate 
benefits for employes who have worked 
for the company for many years prior 
to the adoption of the plan. Careful 
study of payroll data will always sug- 
gest a means to assure sufficient pen- 
sions for most of the employes at a rea- 
sonable cost. 

For example, one of our nationally 
known steel companies recently adopted 
a retirement plan under which benefits 
for future service only were funded. 
While benefits for past service were 
also fixed, the management felt that it 
was economically unwise to assume an 
obligation of $10,000,000 to fund them, 
but hoped, expected, and intended to 
pay past-service benefits from working 
cash at the retirement of employes if 
profits warranted it. 


Other Methods 


Other methods of reducing past-serv- 
ice costs are: 

(1) Years of service may be cred- 
ited only for service rendered after 
a certain age has been reached. such 
as 30, even though a participant 
may have been employed at 18 or 20. 

(2) If the plan provides a waiting 
period for new employes, the cor- 
responding number of years may be 
eliminated in computing the cred- 
ited years of past service for older 
employes. 

(3) The exclusion of employes 
over a certain age (such as 55 or 60) 





at the adoption of the plan will save 
much of the past-service costs. In 
a provision of this type, the com- 
pany may contemplate paying re- 
tirement benefits to the excluded 
employes from its current earnings. 

(4) A company may set a max- 
imum on the number of years of 
credited past service. For instance, 
a plan may provide that no em- 
ploye shall be entitled to more than 
twenty years, or even ten years, of 
past service. 

(5) Past-service benefits may be 
computed on average earnings from 
the time of employment rather than 
on the rate cf compensation at the 
effective date of the plan, which is 
generally higher. Or, they may be 
based on average earnings for the 
ten years preceding the adoption of 
the plan. Thus, if the present hourly 
rate is $1.20, and the average over 
the ten-year period amounted to 90 
cents an hour, substantial savings 
will result. 

(6) Pensions can be restricted to 
a maximum, such as $500 a month. 


The same effect can be achieved 
by limiting the amount of total 
earnings considered in computing 


benefits to, say, $12,000 a year. 
Balance Must Be Struck 
There are many other possible varia- 
tions. In applying any of them, it 


the company, which has one of the most 
attractive locations in the national capi- 
tal, was built in 1936. 

By 1943 the company had reached 
$500,000,000 in force. President Mont- 
gomery had been with the company for 
half a century, nearly all of the time 
as its leader. 

At the end of 1946 the company had 
$711,681,000 in force and admitted assets 
of $160,000,000. 





should be remembered that the em- 
ployer must strike a balance between 
the interests of the employes who were 
with the company before the adoption 
of the plan and the interests of future 
employes. Older employes certainly have 
as much right to adequate benefits as 
future employes. On the other hand, as 
the president of a paper company ex- 
pressed it, future employes should not 
be penalized by receiving inadequate 
pensions, or no pensions at all, simply 
because management in the past had 
failed, or had been unable, to set aside 
funds for this purpose. 

It can be said generally that allowing 
past-service credits back only to a cer- 
tain age, such as 30, and computing 
benefits on the average earnings of ten 
years preceding the adoption of a plan, 
seem to be proper and effective means 
of reducing past-service costs. If these 
methods fail to produce the required 
saving, it may be better to pay equiva- 
lent benefits from current earnings, in 
preference to funding benefits in ac- 
cordance with some formula which re- 
duces pensions below a subsistence level. 

Past-service costs may also be reduced 
without affecting the benefits them- 
selves. Many employers decide in favor 
of staggering retirement during the 
early years of a plan. For instance, all 
participants who are over 60 at the 
inception of the plan may be retired 
on the fifth anniversary of the plan, or 
upon reaching the age of 70, whichever 
event occurs first. This alternative does 
not make the retirement plan fully éf- 
fective at the outset but it is often 
favored for psychological reasons. It 
gives the older employes some time to 
adjust themselves to the idea of retiring 
before they actually leave. 


Unprecedented Low Mortality In 1947 


Barring unforeseen developments in 


the second half of the year, says The 
Statistical Bulletin of Metropolitan Life, 
it now appears that 1947 will set a new 


low record for mortality among the In- 
dustrial policyholders of the Metropoli- 
tan Life, who constitute a large and 
representative cross-section of the ur- 
ban populations of the United States 
and Canada. The death rate for the first 
six months of the current year, 7.6 per 
1,000 policyholders, is 3.8 percent below 
that for the like period of last year, 
and is identical with the previous low 
registered in the first half of 1942 (ex- 
clusive of deaths from enemy action). 
When allowance is made for the in- 
crease in the average age of these in- 
sured in the past five years, the death 
rate so far in 1947 actually establishes 
a new minimum. 

An improvement in mortality is evi- 
dent at virtually every age _ period, 
whether the figures for this year are 
compared with those for 1946 or 1945. 
The declines are particularly marked 


among men at the military ages, who in 
years immediately prior to 1947 were 
adversely affected by the relatively high 
mortality of men in service, even after 
deaths from enemy action are excluded 
from the reckoning. The general re- 
duction in mortality among the Indus- 
trial policyholders has brought the death 
rate down to well under one per 1,000 
at ages 5 to 14 among white males and 
at 5 to 24 years among white females; 
among girls 10 to 14 years of age, the 
rate is down to the remarkably low level 
of 0.4 per 1,000. 

One of the factors contributing to the 
favorable record so far this year is the 
low mortality from influenza and pneu- 
monia. This has been achieved despite 
an unseasonable rise in the death rate 
from these diseases in the spring. For- 
tunately, this outbreak was rather short- 
lived. By June, the death rate from in- 
fluenza and pneumonia was at a new 
low, and the figure for the six months 
as a whole was 13% below the previous 
minimum for this period of the year 
established in 1945. 
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Canadian Companies 
Plan Housing Projects 


EXTENSIVE ACTIVITY REPORTED 


Suburban Districts; 
Sections Across Canada 
Toronto—Life insurance companies, 1n 
cooperation with the Canadian Govern- 
ment, will build up a number of Toronto 
suburban districts; as well as a number 
of other sections across Canada, under 
the government's Central Mortgage and 


Housing Corporation, official advices 
from Ottawa indicate. 
A general policy of agreement be- 


tween the companies and the govern- 
ment is reported to have been reached. 
As a result, the following projects are 
now planned: 

The Mutual 
Sun Life are to develop a 
tate near Lansing, Ontario. 

The Mutual Life of Canada and 
Great-West Life will develop what 1s 
known as the Harris project on O’Con- 
nor Drive, just outside of Toronto. 


Life of Canada and the 
100-acre es- 


The Sun Life will develop Pelmo 
Park near Weston, Ontario. 
The Sun Life has a project under 


consideration for the city of St. Thomas, 
Ontario; the London Life has one in 


London, Ontario, and others by the 
same company in Burlington, Ontario, 
and in Winnipeg, Manitoba. The Lon- 
don Life and Mutual Life of Canada 


have projects in mind in Montreal. 

Major General Hl. A. Young, who is 
vice president of Central Mortgage, 1s 
not in a position to reveal how much 
is involved in all of these propositions; 
although it is said hundreds of houses 
are contemplated and millions of dollars 
will change hands. It is stressed, how 
ever, that this is just the beginning of 
a vast housing scheme which, within a 
reasonable period of time, is apt to em- 
brace the whole of Canada. 

What the life insurance companies 
will get out of this will be small, until 
they start lending money on the houses 
which, it is believed, will run anywhere 
from $6,000 to $10,000 in) value. The 
government is guaranteeing the compa 
nies 2% on their land investments in 
suburban districts but, it is pointed out, 
this is but for a two-year period so 
that the building of houses will go 
ahead as quickly as_ possible. 

If the conipanies break even on this 
2% it is felt they will be lucky. How 
ever, once the new housing districts are 
built up, a reasonable return on the 
companies’ investments is said to be 
assured for a considerable period of 
time 

Kxpectations are that a good bit of 
the work will be under way within the 
next few months and, if all goes well, 
some of the building might be under 
way by that time. However, it is not 
expected that construction will become 
general before next spring. 


Plan NALU Sales Seminar 


Five successful producers will be the 
featured speakers on the sales seminar 
in connection with the National Asso 
ciation of Life Underwriters conven- 
tion in Boston September 11, according 
to announcement by Manuel L. Camps, 
New York, program chairman. The 
speakers will be: Richard E. Evans, 
Massachusetts Mutual, Angeles; 


Los 


Dan A. Kaufman, Northwestern Mutual, 
Indianapolis, Charles J. King, Mutual 
Benefit, Kansas City; Patrick Mucci, 


Metropolitan, Paterson, N. J.; and 
Lloyd Ramsey, State Mutual, Memphis. 


Hiller 15 Time Qualifier 


Walter N. Hiller, CLU, of the Penn 
Mutual Life’s Stumes & Loeb Agency 
in Chicago, has qualified for the fifteenth 
time as a member of the Million Dollar 
Round Table. Ed Rosenheim, of the 
same agency, with a third time qualifi- 
cation is now a life member and Roy 
Simon is a qualifying member. 


Round Table Hour to Have 
10 Speakers at Convention 


Ten prominent million dollar pro- 
ducers will participate in the Million 
Dollar Round Table Hour and _ bring 
“echoes” to the convention of National 
Association of Life Underwriters in 
Boston, September 10, announces 
Manuel Camps, NALU program chair- 
man. 

Harold S. Parsons, Travelers, Los 
Angeles, chairman of the 1947 Round 
Table, will preside at the session and 
introduce the speakers and sum up the 
“hour” at the close. Ron Stever, Equi- 
table Society, Los Angeles, and Robert 
P. Burroughs, National Life of Vermont, 
Manchester, N. H., will act as panel 
chairman. 

The seven panel speakers are, Edwin 
R. Erickson, John Hancock Mutual, 
Buffalo; John M. Hammer, Massa- 
chusetts Mutual, Tampa; Paul A. 
Hazard, Jr.. CLU, New England Mutual, 
Chicago; Max M. Matson, Mutual 
Benefit, Cleveland; Fred A. McMaster, 
CLU, Ohio National, Los Angeles; Vin- 
cent A. Miletti, Norhwestern Mutual, 
Newark, N. J., and J. Renwick Mont- 
gomery, Phoenix Mutual, Philadelphia. 





LIFE INSURANCE GENERAL AGEN: 


representing excellent company would be interested in super,’ _; 
for New York City under liberal and attractive arrangemen:~ .; 
the future. Must be man of good character and reputation - §o 
is desirous of permanent sales position and who could ass. :c 
executive responsibilities, 


Box 1730, The Eastern Underwriter 
41 Maiden Lane New York 7, N. Y. 











YATES ENLARGES AGENCY 

John W. Yates, general agent for 
Massachusetts Mutual has leased the 
entire twelfth floor of 530 West Sixth 
Street, Los Angeles for the purpose of 
enlarging his agency quarters to pro- 
vide for fifty full-time associates and 
five assistant general agents. Robert 
L. Woods, CLU, and D. Howard Kelly 
have been appointed associate general 
agents. The Yates agency ranked first 
among all the company agencies in paid 
for business for July. 


LAA Program Chairman 








“Gosh, Doc, you look bad! How much life insurance 
have you got?” 


Bankerslifemen Are Always 
Alert to Sales Opportunities 


Admittedly alertness on the part of Bankerslifemen does not 
normally include resisting anesthetics to carry on sales approaches 
. «+ nor are these approaches as abrupt as the illustration shows. 
However, Bankers lifemen have continually demonstrated that they 
are unusually alert to sales opportunities. 


This awareness of life insurance needs and the ability to drama- 
tize those needs can be traced to careful preparation for the busi- 
ness and continuing training. Selection procedures to make sure that 
the Bankerslifeman is suited for the business are a vital preliminary 
to training which starts in his agency and carries on through a three- 
year Home Office directed, formalized training course. Educational 
activities are made available thereafter to Bankerslifemen throughout 


their careers. 


Alertness to sales opportunities is just one of the results of such 
a program ... just one of the reasons you will find Bankerslifemen 
the kind of life underwriters you like to know as friends, fellow 


workers, or competitors. 


Bankers /2/e COMPANY 


DES 





Gilbert and John Milne 
E. MORTON 


kx. Morton, North American Life, 
Toronto, Canada, is serving as chair- 
man of the program committee for 
the 1947 annual meeting of Life In- 
surance Advertisers Association to be 
held in October at Chateau Frontenac, 
Quebec City, Canada. 


Securities Man With Mutual 


Edmund G. Blackburn, has joined 
Mutual Life of New York as assistant 
industrial specialist in the securities in- 
vestment department, it was announced 
by Oliver M. Whipple, vice president 
and manager of investments. ; 

Mr. Blackburn was formerly with 
Hornblower & Weeks, New York 1n- 
vestment bankers. After serving as a 
captain in the Army Air Forces, he was 
appointed senior economist of the alr- 
craft section of the Progress /)ivision 





of the War Production Board. I’rior to 
the war he was with Paine, \Vebber 
& Co. another investment }anking 

firm. 
Native of Pittsburgh, Mr. Blu kburn 
was granduated from Unive: y - 
york a 


Idaho in 1928 and did graduate 


New York University. 


Addresses Army Sch: ol 





A close analogy exists bet\ the 
methods and techniques of Arn -cruit- 
ing and that of life insuranc lling, 
said Charles J. Zimmerman, stant 
managing director of Agency nage- 
ment Association, in an addres: some 
200 Army officers and enliste en at 
Carlyle Barracks, Pa., last we 

Mr. Zimmerman was a gues! eaker 
by the invitation of Secretar) War 
Patterson at an Army Recruitin Schoo! 
in session for eight weeks at rlyle. 
The school is being conducte: r re 
cruiting instructors from. all ts of 
the states in connection with t! rmy $ 
current voluntary enlistment en 
One phase of the course d with 
“Sales Methods and Sales Tec iques 
and it was in connection with ; that 


MOINES 


Mr. Zimmerman spoke. 
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Charles M. Cartwright 
Retires to Private Life 


LONG PROMINENT JOURNALIST 





Leveri: > Cartwright Continues as Na- 
tiona! Underwriter Managing Editor; 
R. B. Mitchell Goes to Chicago 





Edit: ial head of The National Under- 
writer nce 1899, Charles M. Cartwright 
will re’ -e from business life. This is not 
hecaus’ he has lost interest in insurance 
news © iS less keen in covering conven- 
tions, {ut in recent years his vision has 
heen sc .ously impaired and he thinks he 
had be er stop the grind. Nothing can 
preven’ him, however, from paying occa- 





C. M. CARTWRIGHT 


sional visits to the office where he will 
be available for consultation. But these 
visits will be largely social. 

Mr. Cartwright is 78, but he covered 
the last annual convention of American 
Life Convention. That has been one of 
lis annual “musts.” A Princeton man, 
he went into Chicago journalism and 
hirst attracted insurance attention when 
le ran an insurance column for the 
Chicago Inter-Ocean at the same time 
that Champion I. Hitchcock was running 
one for the Chicago Times-Herald. Af- 
ler a time he went into partnership with 
the late E. J. Wohlgemuth, founder 
of the National Underwriter, Wohl- 
gemuth handling the business end. 
Cartwright became a familiar figure at 
istrance conventions of all kinds, and 
generally never left the press table dur- 
ing the proceedings. 

Levering Cartwright, his son, will con- 
tinue as inanaging editor of The National 
Underwriter, Also, a Princeton man he 
had his early newspaper training on the 
Chicago Tribune. 


Mitchell to Edit Life Edition 
Robert B. Mitchell, who has been Fast- 
“m news editor of The National Under- 
‘riter, is been made managing editor 
the ;aper’s Life Insurance edition. 
.T some years he handled Eastern life 
msurance news exclusively, and then was 
put in c arge of all Eastern insurance 
iews. Ei: is not only an able reporter, 
a his Own camera work at con- 

ons 


Succes ng Mr. Mitchell at New York 


~ East news editor is Kenneth C. 
rOrce Ww came here from the West 
matty to years ago. 

ofthe _ O'Connor, associate editor 
. l€ “tional Underwriter and editor 


sh dd Casualty & Surety Bulletins, 
_ tran er his headquarters from Chi- 
Ki to “incinnati as will his assistant, 
“ert }. Steinke. 





TO R' MODEL HOME OFFICE 


The S 1 : x 

bad hern Life, Greensboro, N. C., 

5 ( 

mod tele ing plans for extensive re- 
“ling of its home office, T. C. Col- 

ling, secr 


ary-treasury, announced. 





/ » 








TWO OUT OF ONE! 


Every life insurance prospect is a potential prospect for 
our complete line of Accident, Health and Hospital Policies— 


two prospects out of one! 


The combination gives you two opportunities for sales 
on every call—and, best of all, those year in and year out 


liberal Accident and Health commissions really count up. 


Bewbes 


NATIONAL LIFE 


; Insurance Company, Montclair, N. J. 


RALPH R. LOUNSBURY, President 
W. J. SIEGER, V. P. & Supt. of Agencies 


LIFE e¢ ACCIDENT © HEALTH ¢ HOSPITAL 





Julius Eisendrath 
Back From Amsterdam 


ALSO VISITED SWITZERLAND 


Guardian General Agent Found Trade, 
Currency and Food Restrictions; 
Switzerland Conditions Improve 


Julius Eisendrath, general agent of 
Guardian Life, New York City, and Mrs. 
isendrath have returned from Europe. 
While abroad they spent some time in 
\msterdam where Mr. Eisendrath was 
born, and also in Switzerland, visiting 
Geneva, Lucerne and other cities there. 

Mr. Eisendrath said that Holland, as 


well as as most of the other countries 





JULIUS EISENDRATH 


on the Continent, is suffering from re- 
strictions on trade and currencies, its 
food also being rationed. 

He said that the granting of a loan 
of $195,000,000 to Holland by the Inter- 
national Bank for Reconstruction and 
Development is being favorably received 
by the Dutch press with the natural 
exception of the Communistic press. The 
loan will greatly stimulate home pro- 
duction. Asked if he wanted to give 
views on the Dutch East Indies situation 
as he heard them in Amsterdam, he said 
he did not care to discuss political mat- 
ters. 

The economic situation in Switzerland 
is constantly improving, Mr. Eisendrath 
said. Tourists are again returning to 
that country where for some years fol- 
lowing World War I the resort hotels 
had so few guests that the Government 
subsidized the hotels. The hotels are 
now filling up and the income from visi- 
tors is again reaching a large figure. 

The Ejisendraths spent three weeks in 
Europe. 





CANADIAN SUPERINTENDENTS 
Will Meet in pr om September 8 - 11; 
Some Subjects Which Will 
Be Discussed 


The annual meeting of the Association 
of Superintendents of Insurance of the 
Provinces of Canada will be held at 
Jasper, Alberta, September 8-12. Ralph 
Moore is Alberta Superintendent of In- 
surance. 

The war risk insurance situation will 
be discussed by Superintendent White- 
head of Ontario, based on the proclama- 
tion of discontinuance of war risk insur- 
ance and the amendment to fire statutory 
conditions. A report will be made by 
the accident and sickness legislation 
standing committee. 

Chairman of the life insurance legisla- 
tion committee is E. B. MacLatchey. 
Chairman of the committee on annual 
statement blanks is C. Richards. Chair- 
man of the committee on valuation of 
securities is Superintendent Lafrance of 
Quebec. 

President of the Association is Her- 
bert Hunter, Superintendent of Insur- 
ance for Manitoba. 
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J. L. Hughes’ New Field Montclair Bank Director —= 
J. L. Hughes has recently sold his 
holdings in the St. Louis Columbian HOME OFFICE 
Agency, Inc., local general agents for It 
the Columbian National Life Insurance ‘ Group Insurance 
Company of: Boston, Mass., and has re- ot cana l 
signed from that agency so that he can Oma Production Man 
devote his time exclusively to home of- FE INSURANCE COMPAN) 
fice accident and health work. Angad — NEEDED — 
Mr. Hughes in his new capacity will 
assist Manager C. F. Lee of the Colum- 
bian National’s accident and_ health An Eastern life insurance coi::sny, 
dey artment as a par yen He ee on its toes, has immediate nee: «f an 
continue to reside in and operate in his * : 2 
new work from St. Louis. He has had onpeninnted greey tinesnces ~ 
some 17 years of experience in the 
iccident and health field and has ex- 


celled as a personal producer and agency 
manager. He is a former president of 
the St. Louis Association of Accident 
and Health Underwriters. 


Anheuser-Busch Group 


A retirement income plan for its em- 
ployes has been announced by An- 
heuser-Busch, Inc., operators of the 
world’s largest brewery and other indus- 
tries. 

At age 65, after thirty-five years of 
service, the retirement pay plus Social 
Security benefit will equal about 50% of 
the monthly base pay, it was asserted. 
Employes 30 years of age and over, 


with at least three years’ service with 
the company, will be eligible for the 
plan. 


The plan will be financed by payments 
on the part of both the workers and 
the company with the latter making the 
vreater contribution. However, the old- 
er employes near retirement age will 
receive payments direct from the com- 
though they had previously 
been covered. 


pany, as 


Anheuser-Busch, Inc., also is broad- 
ening its group insurance program so 
as to provide sickness and accident in- 


urance and surgical and medical ex- 
pense benefits, in addition to life insur- 
ance. Only thirty days’ service is needed 


for participation in this part of the 
program. 


JOINS INVESTMENT DIVISION 


Edmund G. Blackburn has been made 


ssistant industrial specialist in the 
securities department of Mutual Life. 
He was formerly with Hornblower & 


Weeks. Mr. Blackburn was a captain in 
the Air Forces and was senior econ- 
omist of aircraft section of the Progress 
Division, War Production Board. He is 

graduate of University of Idaho and 
did graduate work at New York Uni- 
versity. 


ARTHUR P. YOUNGMAN 


Arthur P. Youngman, general agent, 
Mutual Benefit Life, New York City, has 
been elected a member of the Bank of 
Montclair’s board of directors, succeed- 
ing James R. Munoz, who is president of 
the Munoz Finance Co. Mr. Youngman 
is a graduate of Williams College and 
has been in life insurance since 1925. 
He is a qualifying member of the Million 
Dollar Round Table. In Montclair he has 
devoted much time to YMCA and Com- 
munity Chest affairs. 


Evans Agency Leads Home 

John H. Evans Agency, 110 William 
Street, New York, by paying for $728,- 
500 in July, led all Home Life agencies 
for the sixth straight month and tight- 
ened its hold on first place for the year. 

The agency’s entire production has 
come from full-time organization which 
now consists of thirteen. In July, eight 
men produced in excess of $40,000. 
William P. McDermott, a first-year 
nian, was the leader for the month with 
$184,700, while Charles F. Steinhofer 
leads for the year-to-date with $720,500. 

The agency concentrates exclusively 
on Home Life’s “Planned Estate” meth- 
od of operation. 

A quarter of a century of service 
with Prudential was observed on August 
14 by Joseph V. Keating, manager of 
the company’s district office in Joliet, 


Ill. 








Our 50th Year 


The COLONIAL LIFE INSURANCE 
COMPANY OF AMERICA 
Home Office — Jersey City, N. J. 











PENN MUTUAL INVESTMENTS 





$27,300,000 in Public Utilities During 
First Half of 1947; $17,000,000 
in Industrials 

Penn Mutual Life’s total assets on 
June 30, 1947, were $1,097,529,000 and its 
insurance in force on that date was 
2,452,884,102. Total policies in force 
were 685,000. New business for first half 
of 1947 was $126,310,331, an increase of 
5% over corresponding 1946 figure. 

An increase in industrial and public 
utility investments was marked up dur- 
ing the half-year. More than $27,300,- 
000 was invested in public utilities, a 
net increase of over $18,000,000. A total 
of almost $17,000,000 was invested in in- 
dustrials, representing an increase of 
approximately $10,500,000 in this classi- 
fication. 





BMA PROMOTES COOPER 

Charles Cooper, Iola, Kan., repre- 
sentative of the Business Men’s Assur- 
ance Co., has been promoted to district 
supervisor by State Manager Bert A. 
Hedges. Mr. Cooper, who is celebrating 
his second anniversary with the BMA 
is leading the state in both lives written 
and premiums. During his first two 
years he paid for 363 cases in all lines 
and paid for $910,000 in life volume and 
twenty-one group cases of $19,200 pre- 
mium in addition to a good accident and 
health volume. Mr. Hodges reports that 
the Kansas agency reached a new all 
time high in July, with a gain of 24% 
over July 1946 and a 19% gain for the 
year so far. 


become affiliated with its home svice. 
This is an unusual opportunity to build 
up group insurance sales, bot): |ife 
and A. & H., at a time when produc- 


tion of both is soaring. 


If interested, write at once in con- 
fidence—giving resume of your back- 
ground and sales ability. Salary will 
be commensurate with the applicant's 


ability to produce. Address: 


Box 1729, The Eastern Underwriter 
41 Maiden Lane, New York 7, N. Y. 














Keystone Group Chairman 

New chairman of the Keystone Group 
of the Life Insurance Advertisers Asso- 
ciation is Lillian E. 
Yelland of the ad- 
vertising depart- 
ment of Provident 
Mutual Life, Phila- 
delphia. Elected at 
the recent meeting 


Wilming- 





held in 


is = ton, she succeeds 
% @ Jack Flanagan who 
aj fe has been appointed 


a general agent for 
Fidelity Mutual at 
Los Angeles. 


Lillian E. Yelland 





Appointment of Ivan J. Mitchell as 
assistant district manager in charge of 
the Lakeland, Fla. office of Prudential 
has been Thurley C. 
Cross, manager of the company’s dis- 
trict office in Tampa. 


announced by 
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... by the GUARDIAN 








NO USE SEEING HIM—HE KNOWS 
IT All. 





INSURANCE IS ALL RIGHT, BUT 
I’M DOING PRETTY WELL, THANKS. 









LEAVE IT TO ME— 
I'll HANDLE HIM. 


































































































I'LL KEEP ON HANDLING MY OWN 


W fa MONEY. 


| Up, a 











THAT’S FINE—BUT COULD 
YOUR WIFE DO AS WELL AS 















































l nere— DRAW YOUR OWN 





PICTURE OF WHAT’S AHEAD 
FOR YOUR FAMILY. 
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I NEVER LOOK*D AT 
IT QUITE... 







Ay} 

















ree 














oup 
Asso- 
an E. 
e ad- 
»part- 
ident 
Phila- 
ed at 
-eting 
ming- 
ceeds 
1 who 
yinted 
t for 


al at 





August 15, 1947 








Page 7 














YSURED SAVINGS GAIN 





Gener | Manager, Federal Savings and 
Loa. Insurance Corp. Gives Figures 
for First Half of 1947 
Wi im H. Husband, general mana- 
ver, | deral Savings and Loan Insur- 
ance orp. told a correspondent of the 
Harti d Courant this week that sav- 
ings the public held by insured sav- 
ings © d loan associations increased by 
$563,0 ),000 during the first half of 1947. 
On ast June 30, total savings in the 
2529 .1sured savings and loan associa- 
tions { the nation amounted to $6,756,- 
00,00 as compared with $6,193,000,000 
at the end of 1946. Combined assets of 
the as ociation stood at $7,905,000,000 on 
that ate, representing an increase of 
‘e the close of 1946. Home mort- 
wages in the portfolio of the insured 
associ. tions rose from $5,238,000,000 to 

0,000 over the same period. 


Ho 
8% Ss 


$5,878, 





APPOINTS RALPH BENSON 





Atlantic Life’s New Western Maryland 
Manager; Has Been Long 
in Insurance Field 

The appointment of Ralph Benson as 
manager for the Atlantic Life, with 
headquarters in Rockville, Md., has been 
announced by Charles W. Phillips, vice 
president and superintendent of agen- 
cies. 

Mr. Benson, a native of Montgomery 
County, Maryland, has had a long in- 
surance career. He has been manager 
of the District of Columbia office of 
the Continental American Life for the 
past nine years, and for many years 
prior to that he was with the Equitable 
Life Assurance Society. During that 
time he was associated with his father, 
who represented the Equitable in Mont- 
gomery County for approximately thirty- 
five years. 





WILLIAMSVILLE OFFICE 
Opening of an office at 5497 Main 
Street, Williamsville, N. Y. which will 
operate as a branch of Prudential’s dis- 
trict office No. 1 in Buffalo, has been 
announced by Louis C. Slesnick, Dis- 
trict Manager of that office. The new 


office is under the direction of Robert 
C. Luense, assistant district manager, 
and will handle sales and service ac- 
tivities in Williamsville, Cheektowaga, 


Egeertsville, Snyder, Clarence, Amherst, 
; : : > ; 

Bowmansville, Swormsville and Gets- 
ville. 


ee 


Sharp Increase in 
Size of Average Policy 


STUDY BY EQUITABLE SOCIETY 


Public More Insurance-Minded As 
Compared With Immediate Pre- 
War Pattern of Business 








That the average size of life insurance 
policies is increasing is disclosed in find- 
ings of the actuarial department of the 


Equitable Life Assurance Society. Dis- 
cussing this survey the Society says 


analysis of policies issued by it in 1946 
sharply points up the increased cover- 
age being taken out today by insurance- 
minded public as compared with the im- 
mediate pre-war pattern of business. Its 
comparison shows that the average 
Equitable policy issued in 1946 was 45% 
larger than the one issued in 1941. 

As in preceding years the analysis 
was based on a 10% sample of new 
insurance policies issued in 1946, in- 
cluding those dated back to 1945. Term 
and Group conversions, divisions from 
earlier issues and replaced policies were 
eliminated to limit the study to genuine- 
ly new business. 


$3,921 in 1946 


The average size policy paid-for in 
1946 rose to $3,921, an increase of $1,220 
over the average size 1941 policy of 
$2,701. In 1941 the average size policy 
paid for in the Society was $3,790. 

Another highlight gleaned from the 
study is the proportion of paid-for pol- 
icies in the $1,000 or less class. This 
proportion has declined drastically since 
1941. In that year it was 442 per 1,000. 
In 1946 the proportion dropped to 316. 
The proportion for 1945 was 362 per 
1,000. Also noted in the study is the 
sharp rise in number of policies in the 
$4,001-$5,000 category in 1946 compared 
with 1941. The proportion jumped from 
94% per 1,000 in 1941 to 161 in 1946, 

Showing an even more drastic shift 
upward were the policies in amounts of 
over $5,000. In 1941 the proportion was 
77 per 1,000. In 1946 to 162. 


Women 


Although in 1946 the proportion of 
insurance policies paid-for on the lives 
of women showed a drop to 26% com- 
pared with 31% in 1945 and 30% or 
more for each of the preceding three 
war years, the actual number of pol- 
icies purchased by women was probably 
the largest in the Society’s history. 

A further inspection of policies issued 
to women in 1946 showed that the aver- 
age age at issue for policies on these 
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life Insurance Company OF AMERICA 





OKAY. IT’S YOUR PROBLEM— 
WH.! DO YOU WANT T0 DO 
ABO.T IT? 





Hee 


LET’S STOP THOSE 
GAPS — AND QUICK. 




























THOSE SMART BOYS ARE YOUR 
BEST BOOSTERS — ONCE THEY 
KNOW WHAT IT’S All ABOUT. 

























































ADVANCED BY SUN LIFE 


A. A. Stanley, Appointed Assistant 
Superintendent of Canadian Agencies, 
Loaned to Dominion During War 


A. A. Stanley, M.B.E., has been ap- 
pointed assistant superintendent of Can- 
adian agencies for Sun Life of Canada 
with headquarters in Montreal. Mr. 
Stanley joined the Sun in Toronto in 
1924 and held successively the posts of 
cashier, division secretary and assistant 
manager (Toronto-Victoria branch). 

He is a graduate of the University of 
Toronto. 

During the war he was loaned by his 


company for special duties in connection 
with the Department of National War 
Services, at the termination of which 
he was named a member of the Most 
Excellent Order of the British Empire 
in the King’s Honors List. 








MANAGER AT JACKSONVILLE 

Martin K. Magarian, who has been 
an assistant district manager in the 
Lakeland office of Prudential has been 
named manager of the company’s dis- 
trict office in Jacksonville. He replaces 
James M. English who retired after 
thirty-five years’ service with company. 





lives in 1946 was the lowest recorded 
since the advent of the Society’s Juve- 
nile policy in 1936. The 1946 figure of 
22.4 is five and a half years below the 
peak average of 27.9 reached in 1940. 
The Society says in Agency Items: 
“Despite the relaxing of restrictions 
surrounding the writing of business 
without medical examinations, the bulk 
was still written on the medical basis 
in 1946, the study affirms. Seventy-two 
percent of the policies and 84% of the 
amounts of insurance paid-for was ex- 
amined business. This is only slightly 
less than the 75% and 86% totals shown 


in 1941,” 





Dr. Jos. F. Sadusk Associate 
Prudential Medical Head 


Dr. Joseph F. Sadusk, Jr., of Balti- 
a World War II veteran and 
recognized authority on epidemic and 


more, 


tropical diseases, has been appointed to 
the home office staff of The Prudential 
as associate medical director. 

Born in Baltimore, Maryland in 1909, 
Dr. Sadusk is a graduate of Johns Hop- 
kins University and its School of Medi- 
cine, and was assistant resident phy- 
sician at Johns Hopkins Hospital from 
1937 to 1939. He is a former instructor 
of medicine at Yale University, serving 
in that capacity from 1939 to 1942 and 
returning to Yale in 1946 as assistant 
professor of medicine. He has also 
served as consultant to the Secretary of 
War on epidemic and tropical diseases. 

He was a member of the U. S. Army 
Medical Corps from 1942 to 1946, and 
served in Europe, the Southwest Pacific, 
Hawaii and with the Occupation Forces 
in Japan, being discharged in 1946 with 
the rank of colonel. During his war 
service, he was the executive officer of 
the United States of America Typhus 
Commission of the War Department. 
He holds the Legion of Merit with Oak 
Leaf Cluster and the Typhus Commis- 
sion Medal. He is a member of many 
medical societies and is a contributing 
editor to Cecil’s Textbook of Medicine. 


B. KENWORTHY ANNIVERSARY 


Bruce Kenworthy, manager of Pru- 
dential’s district office No. 7 in Phila- 
delphia observed a quarter century serv- 
ice with that company on August 7. 
Native of Philadelphia, Mr. Kenworthy 
joined Prudential in Philadelphia as an 
agent in 1922 after having been engaged 
in the general sales field for several 
years. He was promoted to the position 
of assistant district manager in 1925 
and has been district manager since 
1938. He is a member of Philadelphia 
Life Underwriters Association. 











DID YOU KNOW 


that the wide facilities and excellent 
service of the Manufacturers Life include: 


DOUBLE FAMILY IN- 
COME BENEFIT ($20 
monthly income per $1000) 


MORTGAGE REDEMP- 
TION PLANS — geared to 
F.H.A. 


PENSION TRUSTS — with 
Life Insurance or 100% on 
Deferred Annuities 


INSURANCE ON SE- 
LECTED DIABETICS 


UP TO $200,000 SINGLE 
PREMIUM ona Life, End. 


and Annuity Plans 


LOW TERM RATES on 5, 
10, 15, 20 year and One Year 
Renewable Plans 


FAMILY INCOME TO AGE 
65 — also regular 10, 15 and 
20 year F.LB. 


FOREIGN TRAVEL and 
RESIDENCE COVERAGE 


PARTICIPATING and NON- 
PARTICIPATING RATES 


INSURANCE IN FORCE 969 MILLION DOLLARS 
(Including Deferred Annuities) 


ASSETS, 330 MILLION DOLLARS 





THE 


MANUFACTURERS 


INSURANCE 


HEAD OFFICE 6 





1887 — DIAMOND JUBILEE YEAR — 1947 


LIFE COMPANY 


TORONTO, 


CANADA 
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New England Mutual’s 
Big Half-Year Gains 


PRESIDENT SMITH’S COMMENT 
New Business 80% Greater Than Decade 
Ago Produced by Fewer, 
Better Agents 

President George Willard Smith of 
New England Mutual Life in his semi- 
annual report to the directors, states 
that “Records for the first six months 
of 1947 have gone beyond all previous 
achievements. New business paid for 
amounted to $150 millions, and insurance 
in force has climbed $113 millions to 
$2,331,609,000.” 

For the full twelve months ending 
June 30, new business paid for amounted 
to $275 millions, a gain of 32% over the 
same period a year ago, and the gain 
in insurance in force during this time 
was $201 millions. 

President Smith’s report traced the 
company’s remarkable growth through 
three previous decades, and he quoted 
figures for the comparable first six 
months’ period as follows: 

New Paid 


First 6 Months Business Ins. in Force 


1917 $ 34,951,000 $ 360,772,000 
1927 72,845,000 986,103,000 
1937 83,547,000 1,439,300,000 
1947 150,217,000 2,331,609,000 


He pointed out that the new business 
production in 1947, 80% greater than in 
the first half of 1937, was accomplished 
by a more highly trained and efficient 
field force containing 25% fewer full- 
time producers than were under con- 
tract ten years ago. 

Illustrating the sharp increase in re- 
sponsibility falling upon the home office 
for the investment of premium income 
and payments to policyholders alike, he 
revealed that the average monthly pre- 
mium income in 1947 of $8,600,000 was 
8 times that of 1917, while the average 
monthly payments to policyholders of 
$4,000,000 were nearly 7 times greater 
than in 1917, 

Reflecting the continuing good health 
of the nation, policyholder mortality in 
the first half of 1947, President Smith 
disclosed, was 44.6% of that expected 
under the American Experience Table, 
comparing with an average of 47.99 
for the past ten years. 


Mutual Life Leaders 


The Los Angeles agency of Mutual 
Life of New York led the company’s 
seventy-seven agencies in the country 
in volume in July, it was announced 
this week by Roger Hull, vice president 
and manager of agencies. The agency, 
managed by G. A. Sattem, also held 
fourth place in the number of policies 
sold. 

The Myer agency in New York City, 
Richard E. Myer, manager, was second 
in volume, and the New Orleans agency, 
R. F. Lawton, manager, was third in 
volume and fifth in number of policies 
sold. 

The Oklahoma City agency, managed 
by Edward E. Waller, headed all com- 
pany agencies for the month in the 
number of policies sold, and was seventh 
in volume. The Grand Rapids agency, 
managed by Charles E. Brown, was 
second in policies and ninth in volume; 
and the Scranton agency, managed by 
John H. Blackman, Jr., was third in 
policies and eighth in volume. 








For ALC President 


R. B. RICHARDSON 
ALC Nominations 


(Continued from Page 1) 


is a director of the Helena branch of 
Federal Reserve Bank of Minneapolis, 
First National Bank & Trust Co. of 
Helena, Washington Life Insurance 
Co. of Washington, D, C.; Citizen’s Na- 
tional Committee, Helena Chamber of 
Commerce and Montana ‘Taxpayers 
Association. During World War II he 
was associated with the War Finance 
Committee as Montana state vice chair- 
man. He is a member of the Veterans 
of Foreign Wars, the American Legion, 
Second Division Association, Marine 
Corps League and Helena Rotary Club, 
and is a 32d degree Mason. 
Careers of Sick and Henley 

T. A. Sick was born at Fontanelee, 
Neb., son of a Lutheran minister. Fol- 
lowing graduation from high school, he 
was a clerk in a wholesale grocery con- 
cern until joining Security Mutual Life 
in 1917 as a home office clerk. Succes- 
sively, he became cashier, treasurer, 
member of board of directors and presi- 
dent of the company. 

He is president of the Nebraska In- 
surance Federation, and has served as 
president of the Lincoln Country Club 
and the Lincoln Community Chest. He 
is a former director of Lincoln Cham- 
ber of Commerce and Lincoln: Univer- 
sity Club. In addition, he is a member 
of the Lions Club, YMCA, and the 
First Plymouth Church. His interest 
in the American Life Convention dates 
back to his early experience with Se- 
curity Mutual Life, when he was asso- 
ciated with W. A. Lindly, then presi- 
dent of the company, who was one of 
the organizers of ALC and was its 
president in 1913, 

Robert E. Henley, native of Virginia 
and son of a Circuit Court judge, was 
educated at the College of William and 
Mary, and took his law degree at the 
University of Virginia in 1908. Until 
1920 he practiced law in Williamsburg, 
New York City and Richmond. He 
joined the Life Insurance Company of 
Virginia in 1920 as an attorney, becom- 
ing general counsel in 1932, vice presi- 
dent and general counsel in 1934, execu- 
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If your prospect wants Single Premium— 
“Ask Peyser About It” 
PERCY A. PEYSER, Gen. Agt. 
MANHATTAN LIFE 


55 Liberty St., New York 5, N. Y. 
COrtlandt 7-2676 











tive vice president in 1942 and president 
in 1945, 

He is a past president of Association 
of Life Insurance Counsel, and has 
served the members of the American 
Life Convention as state vice president 
for Virginia since 1939. 

Mr. Henley is a director of the State- 
Planters Bank and Trust Co., Virginia 
Fire and Marine Insurance Co., and 
Richmond Chamber of Commerce. He 
is a trustee and member of the finance 
committee of the invested funds of the 
Protestant Episcopal Church of the 
Diocese of Virginia, and he is a mem- 
ber of the advisory board, Virginia 
Home for Incurables. Recently, he be- 
came a member of the Society of the 
Sons of the Revolution in the State of 
Virginia. 





DANGERS OF INATTENTION 





Northwestern National Life Report Says 
24,000 Lives Could Be Saved 
If Motorists Used Care 

It is over four times as dangerous to 
ride in one’s own automobile as traveling 
by passenger plane, according to fatality 
statistics assembled by Northwestern 
National Life Insurance Co. Passenger 
fatalities on domestic airlines over the 
past four years have averaged 1.71 per 
hundred million passenger miles, against 
a rate of 8 per hundred million pas- 
senger miles for occupants of motor 
vehicles in the same period, the figures 
show. 

The vast majority of the ghastly an- 
nual toll of automobile accidents occur 
when drivers are devoting only part of 
their intelligence to driving, the report 
says. 

The report points out, when the driver 
of average intelligence puts from a 
quarter to one-half of his mind on his 
driving, and devotes one-half to three- 
quarters of his brain to conversation, 
the hazards are about the same as if 
a moron or submoron were doing his 
very best at the wheel. An average mind 
fogged by alcohol may have its driving 
capabilities actually at the imbecile level. 

The splendid safety records of the 
railroads and the airlines would take 
a terriflc nose dive, the report suggests, 
if engineers and pilots craned necks at 
scenery—feminine or otherwise—argued 
with wives, necked with the girl friend 
or were under the influence of alcohol, 
while on duty. 


Yet the motorist constantly commits 
these driving sins, while airily piloting 
his passengers without the guidance of 
steel rails, and through traffic a hundred 
times as dense as that of the railroads 
and the air lanes, it continues. 

A probable 24,000 lives could be saved 
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Quinn Group Supervisor 

The Travelers has appointed John J. 
Quinn Group supervisor at 55 John 
Street, New York. Travelers also ap- 
pointed the following as field assistants: 

Wildon W. Sterner, Kansas City; 
John J. Neveling, Insurance Exchange 
Branch Office, Chicago; Gilles Gamache, 
Montreal; George W. Purdy, Jr., 42 St., 
New York City; Harold H. Bennett, Jr., 
Mancheser, New Hampshire; Kenneth 
Juncker, Newark; Howard R. Hagge, 
Sacramento; John D. Prodgers, At- 
lanta; Otto H. Peterson, Minneapolis; 
Philip F. Clark, Jr., Miami and Robert 
B. Bolt, San Francisco; James C. Smith, 
Trenton, N. J. 





Clark, Johnson Speakers 


Paul-F. Clark, president John Han- 
cock Mutual Life, and Holgar J. John- 
son, president, Institute of Life Insur- 
ance, are announced as among the main 
session speakers at the National Asso- 
ciation of Life Underwriters convention 
at Boston next month. Another speaker 
on the main session program is Robert 
W. De Pau, Jr., superintendent, Pruden- 
tial, Chicago. 


JOHN H. UPTON, ACTUARY, DIES 


John H. Upton, retired actuary and 
one of the founders of the Actuarial 
Club of the Pacific Coast, died in Los 
Angeles last week aged 85. Starting as 
an agent for Connecticut Mutual at 
Wichita in 1901, Mr. Upton was one 
time connected with the Insurance De- 
partments of Kansas and Colorad.., later 
was actuary of Capitol Life of | enver 
and was connected with severa) | exas 
companies. 








each year, the insurance compa: €¢stl- 
mates, if all motorists could con- 
vinced that piloting an automob ifely 
is a job worthy of their best ini: ence 


on a full-time basis. 
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anges in Local Controls 
Of Controllers Institute 


Govdon R. Bingham, actuary of 
Nort)ern Life, was elected president of 
the .-cattle Control of the Controllers 
Instiiite of America. Rollin E. Ecke, 
yice oresident and controller of Farmers 
Insur nce Exchange, was similarly hon- 
ored by the Los Angeles Control. 

Raloh C. Wamser, controller of Cos- 
srove and Co., was chosen a vice presi- 
dent of the San Francisco Control. 

At the annual meeting of the Dallas 
Control, A. D. Harder, assistant secre- 
tary and auditor of Southwestern Life 
was 1c-elected secretary-treasurer of the 
Dallas Control. 

Charles H. Yardley, second vice presi- 
dent and controller of Penn Mutual 
Life was chosen secretary of the Phila- 
delphia Control, which also named 
Holden V. Arnaiz, controller of Hutch- 
inson, Rivinus & Co., a director. 

Norman B. Whittier, assistant auditor 
of Jolin Hancock has been re-elected a 
director of the Boston Control. 

The Institute is a technical and pro- 
fessional organization of controllers de- 
voted to the improvement of controller- 
ship procedures. 





MANAGER’S HANDBOOK ARTICLE 





Urges Managers to Find Out the Kind 
of Success Prospective Agents Had 
in Previous Selling 
The facts do not seem to justify as 
much faith in the value of a prospective 
agent’s previous selling background as 
is generally given, the Manager’s Hand- 
book for July, a publication of the 
\vency Management Association, de- 
cares. While granting that previous 
sales experience ought to be “a sub- 
stantial ‘plus’ factor” in recruiting, the 
article cautions the manager to find out 
with certainty what kind of success the 
man had in selling. The manager is 
urged to determine, among other things, 

the following points: 

1. To what extent has the man been 
actually “on his own” in selling? 2. If 
successful, was the man’s success due to 
a great demand for his product, or a 
wide competitive advantage over other 
salesmen in his line? 3. Was his sales 
job really one of persuading people to 
purchase, or one of assisting people who 
had already made up their minds to buy 
his product? 4. Why did he leave his 
sales job? 5. What does his manager 
say about his sales ability? 

The research which produced the Ap- 
titude Index justified giving an occupa- 
tional credit of only six points for sales- 
men of intangibles, and only four points 
for salesmen of tangibles. On the other 
hand, credits of ten and eight points 
respectively are granted for executives 
and superior office workers. 


It is also pointed out in the article 
that ‘1 a recent survey of early per- 
formence among 2,000 newly appointed 
agent., former salesmen lagged behind 
recru.is drawn from all walks of life 
with ‘espect to production and survival. 
This was true of both Ordinary and 
Week» premium agents. However, the 
exper ence of one combination company 
Is t! the best source of successful 


debit men has been route salesmen. 

“T. se results,” the article asserts, 
Prov le food for thought. They sug- 
gest ‘hat selection of agents from 
amor. men with previous sales experi- 
fnce stands in need of some refine- 





OG: LINE LIFE INCREASES 
\ a net gain of $3,879,862 in life 


msur ice during the first six months 

is year the Old Line Life had 
{ = > . e e 

S110. ,508 total insurance in force as 


1 Jrie 30, J. H. Daggett, president, 
ann ed. Sales of new life insurance 
the six-month period increased 23% 
while ceident, health and hospital pre- 
muni volume was up 38% over the 
vonding period last year. 


corre 


Dr. D. G. Friend Associate 
Medical Director Hancock 


Dr. Dale G. Friend, assistant dean of 
the Harvard Medical School, has been 
appointed associate medical director of 
John Hancock Mutual Life. Dr. Friend 
is a graduate of the Harvard Medical 
School, class of 1935. He is a native of 
Iowa receiving his A.B. from State Uni- 
versity of Iowa. He interned at the 
Peter Bent Brigham Hospital in Boston 
and was a staff member of that institu- 
tion. 

During the war he was a co'onel in 
the Army Medical Corps and on his re- 
turn to civilian life became assistant 
dean of Harvard Medical School. His 
appointment as associate medical direc- 
tor of the John Hancock will become 
effective September 15. 

Dr. Friend’s home is in Attleboro, 
Mass. He is a Fellow of the American 
College of Physicians and Surgeons, a 
member of the American Medical Asso- 
ciation and American Board of Internal 
Medicine. 





Basil L. Vincent, manager of Pru- 
dential’s district office in Schenectady, 
v. Y., completed 30 years of service 
on August 6. 





Great-West Names Underwriting Heads 


oe 2 





Dr. B. H. Olson J. E. Morrison 


The appointments of B. H. Olson, 
B.A., M.D., as medical director, and 
J. E. Morrison, B.A., F.A.S., F.A.1LA., 
as underwriting executive have been an- 
nounced by H. W. Manning, vice presi- 
dent and managing director of Great- 
West Life of Canada. 

Dr. Olson joined the company in 1929 
and two years later was named assistant 
medical referee. In 1946 he was ap- 


pointed associate medical director. 

Mr. Morrison began his career with 
the company in the actuarial department 
in 1932 and was later transferred to the 
Statistical and tabulating departments, 
of which he became superintendent in 
1936. He was named an assistant ac- 
tuary in 1943, and early in 1947 was ap- 
pointed assistant underwriting execu- 
tive. 

Both Dr. Oison and Mr. Morrison 
bring to the operations of the under- 
writing department a high degree of 
professional competence coupled with 
a broad background of practical expe- 
rience. 

PACIFIC MUTUAL BUSINESS 

Pacific Mutual Life paid for $7,898,000 
new life insurance in July and $31,700 
in paid for commercial accident and 
health premiums. For the seven months 
of the year the life insurance paid for 
totaled $55,634,000 and the commercial 
premiums $203,457. The figures do not 
include Pension Trust case or Group in- 
surance. 











COMPLETE COVERAGE > 





Ano Group Insurance prospects can, too, with Prudential’s Group 
coverages that cover the Group Field. 


e@ Group Life Insurance 


e@ Group Accidental Death and Dismemberment 


@ Group Accident and Sickness 


@ Group Medical Expense 


@ Group Hospital Expense for Employees or Employees and 


Dependents 


e@ Group Surgical Expense for Employees or Employees and 


Dependents 


e@ Group Annuities 








@ Consumer Credit Insurance 


Prudential representatives are emphasizing to their prospects the 
advantages of complete coverage. And, through the YOU-WE-YOU 
Plan, they’re succeeding in their efforts! 


YOU—get the prospect 


WE—help you sell him 
YOU—get the commissions 
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General American Life 
Holds 4-Day Convention 


NEW ATTENDANCE RECORD SET 


P. B. McHaney Presides; New Officers 
of Production Clubs; Owen G. 
Jackson Bamaunt Speaker 


Emphasizing the effectiveness of 
selling, “The Eyes 
of the recent 
General American Life 
vention at Mackinac Island, Michigan. 
The convention attended by 247 men and 
women, boasted the largest number of 
field representatives to qualify for mem- 
bership in the company’s production 
ciubs and was highlighted by the release 
of new sales aid material designed to 
help fieldmen complete the selling cycle 

from prospecting to the sale presenta- 
tion. 

In. the 


modern day visual 
Have It,” was the theme 


four-day con- 


absence of Walter W. Head, 
president, who was convalescing at St. 
Mary’s Hospital, Rochester, Minn., from 
a gall bladder operation, the role of pre- 
Powel! 


siding officer was assumed by 
B. McHaney, vice president and general 
counsel. 

New agency and field literature intro- 
duced during the business sessions in- 


cluded new proposal cards, pictorial 
programming material, a visual retire- 
ment income demonstrator, sales talks, 
new recruiting and sales training 
courses, and the company’s new business 
insurance material. 

Honor guest and principal speaker at 
the convention banquet was Owen G. 
Jackson, Superintendent of the Insur- 
ance Department, Missouri, who dis- 
cussed current conditions on a national 
and international level. 


Production Clubs’ Officers 


New officers of the production clubs, 
presented at the convention are: Presi- 
dent’s Club—Victor E. Behrens, general 
agent, Abilene, Texas, president; Fred 
F. Sale, district manager, St. Louis 
agency, first vice president; Dennis G. 
Colwell, general agent, Dallas, second 
vice president. Leadership  Club- 
Babetta P. Bierman, Pittsburgh, presi- 
dent; Sam F. McBroom, Fort Worth, 
first vice president; James F. Fly, Nash- 
ville, second vice president. 

In a telegram read at the convention 
banquet President Head announced that 
the 1948 convention would be held at 
the Edgewater Beach Hotel, Chicago. 


CANADIAN COOPERATIVE 


The first cooperative life insurance 
company to be formed in Canada, the 
Cooperative Life, Saskatchewan, reports 
insurance in force of $7,200,000 at the 


end of 1946. Group insurance policies 
issued by the company since it was 
formed two years ago total $3,540,000; 


and since the company was granted a 
Dominion license several months ago it 
is reported that a Group contract for 
$700,000 has been completed in Manitoba. 


MARKS 25th ANNIVERSARY 

C. Manton Eddy, vice president and 
secretary, Connecticut General Life, has 
completed twenty-five years of service 
with the company. Mr. Eddy, who 
joined the Connecticut General as a 
clerk in the actuarial department, was 
appointed assistant actuary in 1928; ex- 
ecutive head of the Group department 
in 1936; Group secretary in 1937, and 
vice president and secretary of the com- 
pany in 1944. He is a fellow of the Ac- 
tuarial Society of America and a fellow 
of the American Institute of Actuaries. 


ADDS 20-PAY ENDOWMENT 
Life Insurance Co. of Georgia has 
added a 20-pay Endowment at age 65 
policy to its portfolio. The policy will be 
issued for amounts of $1,000 and up 
from ages 15 to 44, inclusive. Standard 
prcsmieaes rates on male lives range from 
$26.38 annually at age 15 to $49.51 at 


age 


Elected a Director 





KIPLINGER 


agency vice presi- 


RALPH E. 


Ralph FE. Kiplinger, 
dent, August 1, elected a mem- 
ber of the board of directors of 
Mutual Life of Omaha. Mr. 
native Nebraskan, gradu- 
University of Nebraska 
Early in 1935 he became asso- 
the Guarantee Mutual as 
having charge of the 
central Nebraska territory. He was pro- 
moted to field supervisor, January 1, 
1938, having charge of eight midwestern 
states. In 1941 he was elevated man- 
ager of agencies and early this year 
was made agency vice president. He was 
pe sident of the School in Agency Man- 
gement of the Life Insurance Sales 
Research Bureau held in Chicago in 
july 1943. 


was, on 


(guarantee 
Kiplinger, a 
ated from the 
in 1912. 
ciated with 
a general agent, 


WOODMEN BUYS BUILDINGS 
Woodmen of the World Life Insur- 


ance Society of Omaha has bought from 
Reynolds Metals Co. three office build- 
ings, one in New York at 19 East Forty- 
seventh Street and buildings at Third 
and Grace, and Fifth and Cary Streets, 
Richmond. The Reynolds Co. will occupy 
the buildings under a long-term net 
lease involving an aggregate rental of 
$2,500,000. 


PRODUCTION CLUBS HANDBOOK 


\ new Handbook of Production Clubs 
for home office use has been published 
by Agency Management Association 
summarizing the practices of seventy-six 
life insurance companies on club organ- 
ization. Compiled by Theodore A. Guest, 
research assistant, the study outlines 
rules for club qualification and = gives 
a breakdown of club structures by size 
of company. 


I 





PENSION TRUSTS 
(Individually Planned) 





BROKERS—Increase Your Commissions 
Inquire About Our 


DISABILITY INCOME ($10 A MONTH) 


L. B. LASKO AGENCY 


GUARDIAN LIFE INSURANCE COMPANY OF AMERICA 
1450 Broadway, New York 18, N. Y. 


a 


FAMILY GUARDIAN 
(High Protection—Low Cos: 
Phone: WI 7-0: 











HEARD On The WAY 











A unique night baseball game will 
take place at the Polo Grounds, New 
York, on September 12, when eighteen 
of the best amputee ball players in the 
world compete in a championship game 
under the auspices of the National Am- 
putation Chapter, Disabled American 
Veterans. This will not be an exhibition 
to excite sympathy because of the loss 
of arms and legs of the players, but 
rather a means of proving to others 
how handicaps can be overcome and 
adjustments made to civilian life. It is 
part of a drive now under way through- 
out the metropolitan area to raise suffi- 
cient funds to enable these amputees— 
combat veterans who fought in all parts 
of the world—to have a club house of 
their own. Freid & Marks, New York, 
general agents of the New Engl and Mu- 
tual Life, have donated space in their 
office at 17 East 42nd Street to provide 
headquarters for the campaign organiza- 
tion. 





Uncle Francis. 





D. Le Roy Williams, manager of 
Prudential’s district office in Erie, 
Pa., completed twenty-five years of 


service on August 7. 


OHIO STATE LIFE REPORT 

New paid for insurance written by 
the Ohio State Life in the first six 
months of this year amounted to $11,- 
513,682, according to the report of Presi- 
dent Claris Adams. This is 10% below 
1946, but represents an increase of 50% 
over 1945, which was the company’s best 
year up to that time. The amount is 
almost 90% greater than that of 1944. 
As of June 30 insurance in force 
amounted to $173,717,282. Admitted assets 
totaled $41,132,084 and the capital, surplus 
and contingency funds for the protection 
of policyholders amounted to $3,877,054. 
Gain in insurance in force was $7,385,759, 
while assets showed an advance of $1,- 
875,993. 





LEYENDECKER-SCHNUR AGENCY 
July production of the Leyendecker- 
Schnur Agency of Guardian Life at 25 
Cliff Street, New York, was $1,042,871, 
bringing the total for the first seven 
months of this year to $8,539,574. 





UNITED 





“CALL FAIRBANKS=” 
when you think of 


STATES 


GROUP LIFE INSURANCE for Unions . . . Trade Associa- 


tions .. . Civil Service Groups 


consult FAIRBANKS AGENCY BO-9-8696. 


Illustrations cheerfully and quickly furnished. We pay 
the maximum commissions allowed by law! 


RICHARD W. FAIRBANKS, General Agent 


80 John Street, New York 7, N. Y. 
Ask about our New A. & H. Contracts 


LIFE 








N. E. Mutual Sets New “ops 


Policyholders’ Months (Ju and 
July) produced $47,362,094 of j:id-for 
business for the New England \utual 
Life Insurance Company, to esiablish 
a new record for this event. During the 


fiscal year (July 1, 1946-June 3),1947) 
new business amounted to $27-4,793,698 
which is the largest 12-month gas 


in the company’s 112-year histor 

A total of $175,088,206 was wiitien in 
the first seven months in 1947, a gain 
of 134%% over last year’s outstanding 
figures. Homer C, Chaney, director of 
agencies, reports that at the present 
rate, New England Mutual’s new busi- 
ness will hit well above the $300 million 
mark for the year. 

Boston-Summers Agency posted the 
largest gain in volume over the corre- 
sponding seven-month period in 1946, 
and the Peoria, organization leads in 
percentage (129%) gain. Chicago-Fowler 
topped the entire field in July, and 
Boston-Hays continues in the number 
one spot for the year to date. 


L. M. Campbell to Spokane 


Lincoln National Life has appointed 
Lamar M. Campbell, formerly of South 
Bend, Ind., as general agent at Spokane, 
Wash. He succeeds J. J. Williams, for 
the past seven years Spokane general 
agent, who will devote his time to per- 
sonal production. 








BUSINESS MEN’S MEETING 


Business Men’s Assurance Company 
will hold a Regional Sales Conference 
for its intermountain representatives at 
the Hotel Utah, Salt Lake City, Utah, 
Friday and Saturday, August 15 and 
16. The meeting is being arranged by 
Manager W. Jones. President J. 
C. Higdon and Vice Presidents L. L. 
Graham and J. W. Sayler will represent 
the home office. 





HARTFORD CLU OFFICERS 


At the 1947 annual meeting o! the 
Hartford chapter of CLU, the following 
officers were elected; Philip I. Holway, 
Connecticut General, president; Ralph 
H. Love, general agent, Connecticut 
Mutual, vice president; Royden C. 
Berger, director of advertising, Conuecti- 
cut Mutual, secretary-treasurer. 





JESSE T. MYRACLE APPOINTED 
Jesse T. Myracle, formerly asso iated 


with the Dallas branch office «the 
Manhattan Life, has been ap inted 
general agent for the company 2: Mar 


shall, Texas. Mr. Myracle was w.') th 
Dallas office as an agent for ec ‘tee! 
months. 





PAN-AMERICAN INCREA® 5 


The Pan-American Life, New © <ans, 
reports an increase of 12% in | 


business during the first half « ' 
as compared with the same pe: od 0! 
last year, excluding Group, rein» -rance 


and annuities. Announcement of = © In 


crease was made by President ( ord 
Hi. ishhs. 
CANADIAN SALES AHEA” 
tor 


Sales of new Ordinary busine ©! 
the first half of 1947 were close $39,- 
000,000 ahead of the same peri last 
year, according to figures issued ''y the 
Canadian Life Insurance Officers /\S50- 
ciation. 
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I H. Jamison Speaker 
At LIAMA’s 77th School 


ADP RESSES CLOSING SESSION 





Nor:hwestern Mutual General Agent 
Tells of the Value of Course 
to the General Agent 





jon H. Jamison, general agent in 
Chic go for Northwestern Mutual Life, 
uest speaker for the closing day 
am of the seventy-seventh school 
sponsored by the Life Insurance Agency 
Management Association. Nine years 
ago Mr. Jamison had been director of 
schools for the LIAMA. 

Mr. Jamison pointed out how much 
a training program of the nature of 
the LIAMA course means to the gen- 
eral agent. Such training has definitely 
raised the standards of life insurance, 
both from the standpoint of the quality 
of business being written and from that 
of better agency management. He com- 
mented that over half of all the gen- 
eral agents with the Northwestern 
Mutual have completed that training 
course. He said that two weeks of solid 
study, with information being poured at 
them in concentrated form day after 
day, could not help but make a decided 
impression upon all those in attendance; 
and that plus the point of view a man 
acquires from being associated in that 
sort of environment has proved itself 
a powerful force in life insurance man- 
agement. 

School Program 


The school program is set up to in- 
clude demonstrations, lectures, student 
participation activities, written exercises, 
outside study, and both written and oral 
reviews. Emphasis is placed on the fact 
that learning by doing is the basic 
principle of education. That fact is im- 
pressed upon the men as a tool to be 
used in training programs for those 
under them. The schedule for the two 
weeks includes all the basic factors of 
the management job: cost and profit 
aspects of company business, business 
management, how to secure quality busi- 
ness, the building of goodwill, leadership, 
as well as the selection and training of 
agents. 

Lewis W. S. Chapman, director of 
company relations for LIAMA, was in 
charge of the school which had been 
conducted at the Edgewater Beach 
Hotel from July 21 to August 1. Charles 
|. Zimmerman, assistant managing di- 
rector and director of institutional re- 
lations; E. J. Moorhead, actuary; F. 
M. Peirce, senior consultant; and W. P. 
Stowe, associate editor of Manager’s 
Magazine, served on the staff. 

Officers elected for the seventy- 
seventh school were S. G. Carson, as- 
sistant general agent, Aetna, Toledo, 
president; Eric W. Cameron, home of- 
fice ayvency assistant, Imperial Life, 
Toronto, vice president; Paul  T. 
Whisctt, manager of Commonwealth, 
lackson, Miss. secretary; Joseph T 
Cot manager of Commonwealth, In- 
diar lis, treasurer and sergeant-at- 
arms 


- 


CA\.-WESTERN HAS 35% GAIN 


Co: ‘inued production gains were re- 


port for California-Western States 
Life ring the first six months of 1947, 
With a increase of 35% in new business 
over lie same period of last year. In- 
Sur in rofce was increased by $36,- 
000, bringing the total in force to 
appr mately $430,000,000. 

I eading producers of the company 
Will | their convention in Sacramento 
and 1 Francisco Sepiember 14 to 17. 
It pected that about 250 qualified 
dele ‘s and home office officials will 


uy itendance. 


PA\-AM. PASSES 300 MILLION 
Ee \merican Life of New Orleans 
Has ssed $300 million insurance in 
lorce, President Crawford H. Ellis an- 
lounced, Assets now amount to $80 


NEW ASSISTANT MANAGERS 





M. S. Barth, Myer Agency, N. Y. City; 
W. K. Young, Rochester Agency and 
3 Others Named by Mutual 


Milton S. Barth has been appointed 
assistant manager of the Richard E. 
Myer agency, Mutual Life, 57 William 
Street, New York, and will assist the 
manager in supervision of the agency’s 
field force. Mr. Barth spent twenty 
years in the Greater New York broker- 
age field, and joined the Myer agency 
full-time about a year ago. 

Four other new assistant managers of 
the Mutual Life in the Eastern field are 
Charles F. Bierbach, Eire, Pa. Frey 
agency; Harry C. Brown, Portland, Me., 
C. Herbert Burpee agency; H. Francis 
Mahoney, F. B. Hill agency, Manchester, 
Vt.; and William K. Young, Earl W. 
Yago agency, Rochester, N. Y. 


DR. J. B. NICHOLS’ ANNIVERSARY 

Dr. John B. Nichols, advisory medical 
director, Acacia Mutual Life, this month 
celebrated his forty-fifth anniversary as 
an employe of the company. Dr. Nichols 
served as medical director of the com- 
pany until 1939 when he was made ad- 
visory medical director. 
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60 Cedar Street, New York 5, N. Y. 
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Life of Georgia Expanding 

Continuing expansion of its Ordinary 
department and training program Life 
Insurance Co. of Georgia has appointed 
three members to the staff, according 
to W. Sheffield Owen, director of Or- 
dinary agencies. 

Robert B. Cook, CLU, with fifteen 
years of sales and agency experience, 
has been made director of training. Du- 
Pree Jordan, with nineteen years’ ex- 
perience as agency manager and home 
office supervisor, is manager of sales 
research. Charles J. Hoover, for several 
years both in the field and on the home 
office staff, will be field supervisor. 


METROPOLITAN FIELD CHANGES 

Marvin J. Elsea, formerly divisional 
supervisor in the Metropolitan Life's 
Southwestern territory, has been ap- 
pointed manager of the company’s 
Sedalia, Mo., district and its branch 
offices at Lexington and Marshall, Mo. 
He succeeds Thomas C. Kennan, who 
is being transferred to Oklahoma City 
district. The company also announced 
that Lawrence J. Polizzi, formerly man- 
ager of the company’s district office in 
Mobile, Ala., has been transferred in 
the same capacity to the New Orleans 
district office. Mr. Polizzi succeeds C. D. 
Williford, who retired under the com- 
pany’s insurance and retirement pro- 
gram. 
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HERE'S WHY 


The recent independently-conducted Job Satisfaction Study 
showed exceptionally high satisfaction among representatives of The 
Lincoln National Life Insurance Company. 


Why? Here are some of the reasons. The LNL man has par 
and nonpar policies; Juvenile insurance from date of birth; special 
low-cost plans for business, taxation and family protection needs, 
Family Income and Family Maintenance plans; substandard service 
(up to 500% mortality); Mortgage Redemption insurance—and a 
complete line of Group insurance, including the casualty group 


In addition, LNL offers its agents a liberal retirement plan, a 
hospital and surgical expense plan, and Group life insurance. 


LNL is geared to help its field men. 


The 
LINCOLN 


LIFE 


Its name indicates its character 
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a member of the 
York Life in a 
field 
some 


Ritchie, 
New 


the company’s 


Forrest A. 
Nebraska 
edition of 
Nylic 


forming 


branch, 
recent 
magazine, Review, gives 
a personal philosophy 
During the 
Mr. Ritchie 


Ritchie’s article 


tips on 
underwriting. 
months of 1947 
$277,500. Mr. 
“How’s Your Attitude?” follows: 
“Most of us alternate from the atti- 
tude of fear to that of confidence. We 
should learn to stabilize and rationalize 


for 
first four 
paid for 


career 


our emotions so that our belief in our 


job and what we do about it today and 
every day remain constant. 

“If-we do this we can realize that in 
no matter what stage we are in our 
career as life underwriters, we have as 
good a job as any million-dollar pro- 
ducer. The same service, the same poli- 
cies and the same branch office and 
home office cooperation and sources of 
knowledge are available to every agent 


Our production is not 
but what 


in the company. 
governed by the job we have, 
we do ourselves. 

Strengthens Character 


“Cultivating and developing the right 
mental attitude is not a means of escape 
from fear and hesitation, but a method 
of overcoming them rationally. 

“Obstacles and discouragement can be 
used by an agent to strengthen his char- 
acter, just as hydro-electric dams make 
it possible to utilize rivers to generate 
electricity. They may impede the flow, 
but they increase the power and effec- 
tiveness of the river. 

“Optimism makes life so enjoyable for 


us who are optimistic and life a little 
brighter for those whom the optimists 
contact, that I believe its universal 


adoption would solve most of our per- 
soni ul problems automatically. 
“No pessimist is going to be able to 


convince me that I should assume the 
obligation of possibly paying several 
hundred dollars’ annual premium for 


thirty years into the uncer- 


twenty or 7 
But an optimist has already 


tain future. 
done it! 

“T feel that 
put into force 
needed insurance 
sibly can. I believe 


my mission in life is to 
and service as much 
protection as I pos- 
that adequate life 


insurance at the right time, through 
the generations, is one of the _ best 
answers for our personal economic 
problem. 


Responsibility to Society 


“One of our great responsibilities to 
society is to see to it that economic 
means are provided, so that each Ameri- 
can child is blessed with the presence 
of a qualified adult to help his youthful 
character. 

“Our children will inherit our country, 
and they will need trained minds and 
well-fed bodies to manage their in- 
heritance properly. We must all do our 
part to see that money is provided for 
their start in life. 

“I feel that there are four sides to a 
well-balanced outlook on life—a mental 
attitude a life underwriter must have: 

“One is to provide our needs for today 
for ourselves and our family; two, to 
prepare for our obligations of tomorrow 

-for tomorrow is our responsibility 
sina. Three, we must recognize our ob- 
ligation to our fellow man, since every- 





The opening of an office in the Wil- 
helm Building in Fort Lauderdale, Fla. 
which will operate as a branch of Pru- 
dential’s district office in Miami, has 
been announced by T. Ralph Coard, dis- 
trict manager of that office. The new 
office is under the direction of Raymond 
H. Batty, assistant district manager, 
covering Fort Lauderdale, Dania, Holly- 
wooed, and Hollandale. 


F. A. Ritchie Emphasizes Need for 
Cultivating Proper Mental Attitude 


tiing in life comes to us through other 
people. Four, we should flavor our every 
effort with honesty, sympathy, enthusi- 
asm and a clean sense of humor. This 
is an unbeatable combination which can 
carry us through life in a most satis- 
fying and interesting way. 

“T have given this outline of my own 
philosophy simply because I believe that 
the first step towards cultivating a 
proper mental attitude for career under- 
writing is to adopt for one’s self a 
positive philosophy of life. We all need 
a course to guide us through life and 
a compass to keep us on that course. 
Our mental attitude is a measure of our 
success at the helm.” 





PIVER PAPERS TO MOVE 
Pacific Insurance Magazine and other 
Jack Piver publications taken a 
ten-year lease on the plant at 35 Dolores 
Street, 
it in November. 
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Have 
third-party or, 
in the third party’s estate; 

(b) Provide in the will of third-party 
owner that, if predeceasing insured, pol- 
icy shall pass to successor owners other 
and to provide further 
such successor owners prede- 
third-party 
pass to their next of kin determined by 


insured ; 


Robert Groenke, 
points out 


in 


owner, 


policy 


vested 


excluding insured, so as to a 
establish non-reversion to 
intent or operation of law, 
mote; 


party owner survives insured, 
party in one sum or, if not st 
to third party’s estate, so the be: 
provisions may be, as to cont 
timing, entirely dissimilar fron 
ficiary provisions insured may h: 
vided in his own _ policies. 
third-party owner, as 
ficiary, may 


in the 


one-sun 


shall 


(Continued on Page 13) 
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Third-Party Ownership Policies 


Mutual Benefit, 
The Pelican, 
Mutual Benefit Life, that 
study of recent court decisions indicates 


the desirability in connection with third- 
party ownership policies to: 
ownership 
if predeceasing insured, 


insu1 
howe, 


(c) Have the policy payable, if 


ti 
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LIFE AND ENDOWMENTS 
Annual—Single Premium 


SALARY SAVINGS 
e 
ANNUITIES 


Annual— Single Premium 
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RINGLING BROTHERS AND BARNUM & BAILEY, 
THE GREATEST (VARIETY) SHOW ON EARTH! 





For spectacle and slapstick, 
fun and fanfare, chills and 


There, under one big tent, 


Maybe that’s why there'll 
always be circuses! 


thrills, you can’t beat a circus. 


is practically every variety of 
entertainment known to man! 


IS THE SPICE OF LIFE INSURANCE SELLING, T00! 


The General American Life Man covers the Life Insurance 


front with a plan for every need. He’s the man with 


Multiple Lines in a full sales kit...He’s the man with the 


plan for every need for every member of the family... 


father, mother, sis and brother. That's a big part of the 


story of his success. That’s why 


...you’re always in business with 
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Study German Experience 
With Social Insurance 


Germany’s experience with social in- 

sura. ce has been studied by National 
Indu-trial Conference Board of New 
Yor. and results of the survey have 
beer) put in a document prepared by 
Dr. ‘Valter Sulzbach. 

D: Sulzbach warns about the vast 
expa sion of the S. I. system in Ger- 
man. Which has so intrigued advocates 
in the United States. 

“Bureaucrats feel and act the same 
ever. where,” he declared. “They are 
forever imperialists for their particular 
depa: iments.” 

He also said that the Germans had 
lost ‘heir sense for figures. “People who 
have seen billions melt away can hardly 
be expected to appraise the value of 
thrift and careful budgeting,” he de- 
cared. The study highlights German de- 
lusions with respect to social insurance. 





NEW COMMISSION CONTRACT 





United L. & A. Announces New Pro- 
gram; 55% Graded Commission Ist 
Year; 15% 2nd, 10% 3rd 
William D. Haller, vice president and 
agency manager of the United Life & 
Accident Insurance Co. of Concord, 
N. H., has issued an announcement re- 
garding a new compensation arrange- 

ment for agents. 

The outstanding features of the con- 
tract are the 55% graded first year com- 
missions, the 15% second year, the 10% 
third year, and the two 5% renewals for 
the fourth and fitth years without a 
production requirement. These commis- 
sions are vested whether or not the 
agent remains with the company. A 
service commission of 2% is payable for 
the sixth and subsequent years while 
the agreement remains in force. 

In addition, there is a bonus arrange- 
ment which places special stress on pro- 
duction, and enables an agent to earn 
l0% additional which is payable the 
second year. This bonus plus the large 
renewal commission on second premium 
provides for a greater and more stable 
income the second year. It also agrees 
that in the event of the death of the 
agent, the renewal commissions shall be 





paid to the agent’s estate as they accrue. 
e 
Party Ownership 
(Continued from Page 12) 
turity, the policy options may be used. 


'y this arrangement the proceeds of 
such third-party owned policy will es- 
cape testamentary characteristics as re- 
lated to insured. 
(d) Avoid any 


benefit direct, or in- 


direct, or dealings with estate of in- 
sured, if third-party owner creates a 
we ¥ . . 

ite tisurance trust with such _ policy; 


and, i the trustee is the owner, as well 
as be..eficiary under the policy, to pro- 
vide 1 the agreement that, if third- 
party owner (grantor) and her desig- 
nated beneficiaries all predecease in- 
sured the trust shall terminate and the 
policy shall be conveyed to next of kin 
or t survivor of third-party owner 
‘gran or) and such designated benefi- 
cane determined by excluding insured. 
Re nt decisions indicate it is now 
possi that, if insured has a reversion 
nth policy on his life, however re- 
Mote. or the proceeds may be applied 





dire or indirectly for the benefit of 
Ms € ate, even though such happenings 
are result of provisions made by 
other than him, the proceeds will be 
stain subject to insured’s estate tax. 
The inking behind these decisions is 
that very nature is testamentary in 
chara er, so that it becomes important 
that rd-pary owned proceeds be pay- 


able onder provisions neither directly 


wor i ‘ireetly dictated by insured. Un- 


der circumstances should the agent 
pp ond or deal with the insured un- 
der 1 


rd-party owned policies. 


NEW PRUDENTIAL DEPARTMENT 


George M. Johnson Made Director of 
Public Information; Other Func- 
tions of New Department 


The Prudential has appointed George 
M. Johnson to head a new public in- 
formation department. In addition to 
handling publicity matters the new de- 
partment will advise with and 
the other departments of the company 
in matters affecting public relations. 

Charles Bergstrom, secretary to the 
executive, has been transferred as as- 
sistant supervisor. The title of J. A. 
Robb, Jr.. who was also transferred to 
the public information department, has 
been changed from publicity manager 
to manager of news service. 


assist 





MAKE E. A. ROBERTS A TRUSTEE 

President E. A. Roberts, Fidelity 
Mutual, has been elected a trustee of 
the Hahnemann Medical College and 
Hospital of Philadelphia. Hahnemann is 
one of the best known medical institu- 
tions in the East, its college having 
been founded in 1848 and merged with 
the hospital in 1885. 


Aetna Makes Wintemute 
Manager in Winnipeg 


UNIV. OF MANITOBA GRADUATE 





Lieutenant Colonel in War, Has Order 
of British Empire; With 
Aetna Since 1926 


The Aetna Life has appointed Earl F. 
Wintemute manager of its Winnipeg 
agency, succeeding O. Pryce Jones who 
resigned May 31. 

Born in Manor, Saskatchewan, Mr. 
Wintemute attended Public 
High School in Ottawa and was gradu- 
ated from the University of Manitoba 
in 1926 with an A.B. degree. Shortly 
after his graduation from college, Mr. 
Wintemute joined the Aetna Life or- 
ganization as home office group repre- 
sentative with the Winnipeg agency 
and has held this position since then. 

During World War II, Mr. Wintemute 
served with the Canadian Army. He 
entered the war in November, 1939, and 
was discharged, with the rank of lieu- 
tenant colonel, in January, 1947. He 
served as paymaster for the Canadian 
forces overseas in both England and 





Calgary 


Former Senator Walsh Made 
A Mutual Benefit Director 


Arthur Walsh, Commissioner of Port 


‘ Authority, and formerly a United States 


Senator from New Jersey, has been 
elected a director of Mutual Benefit 
Life. He is executive vice president of 
Thos. A. Edison, Inc., and is president 
of the Edison affiliated companies. He 
is national vice president of National 
Association of Manufacturers and is a 
charter trustee of Rutgers University. 


SHENANDOAH APPOINTMENTS 
E. Norred Trinkle, a nephew of late 
Governor Trinkle of Virginia, has been 
made home supervisor of Shenandoah 
Life’s home office agency. Charles C. 
Camp has been made agency secretary. 


TRAVELERS CHANGES 
Arthur §S. Roberts, Jr. Travelers, 
Newark, has been made special agent 
of the company in South Bend, Ind. 
Robert H. Butler has been made spe- 
cial agent in Boston. 


later in the Italian theatre. He was 
decorated with the Order of the British 
Empire. 
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MANAGEMENT AND SCIENCE 


In a commencement address made 
before graduates of Whitman College, 
Walla Walla, Wash., in which he 


emphasized the importance of 
men fitting themselves for management, 


young 


calling it a profession in itself, Paul W. 
Garrett, vice president of General Mo- 
tors Corporation told why the nation 
needs leaders in management. 

He referred to management as the 
way in which a farm, a shop or an 
industry is run. 

In Mr. opinion 
does not operate under a profit system. 
Instead, it operates under a profit and 
good years as 


Garrett’s industry 


loss system. Even in 
many as half of our businesses often 
Few in critical 
Because of 


fail to make a profit. 
times stay out of the red. 
that fact he draws these conclusions: 


Unless a business can stay in the 
black over the long term, averaging the 
bad years with good, it cannot sustain 
itself. A manager may have laudable 
social intentions of providing security 
for his employes, better products at 
lower prices for his customers. But if 
he cannot keep the business going in 
realizing these intentions he is defeated 
before he begins. 

An unsound business is one that fails 
in its obligations to society by failing 
to make a profit over the years out of 
which to provide means for future 
growth. Only a profitable business can 
afford the expensive research needed to 
improve products for customers. And 
no business can provide security for 
workers or investors unless it is in a 
position to satisfy customer wants. 

Mr. Garrett has never made a talk 
which does not ring the gong of com- 
mon sense. Of all those in the field of 
public 


faculty of 


relations none has a_ greater 


viewing more broadly its 
varied implications, or has more clarity 


in his articulation. 





PRAISE FOR WISCONSIN 

In the new book, “Workmen’s Com- 
pensation Insurance: Monopoly Or Free 
Compensation ?”—an interpretative sur- 
vey made by Frank Lang, manager, de- 
partment of research, Association of 
Casualty Executives—the author makes 
some pleasant references to Wisconsin. 
The major part of the book’s benefit 
chapters is devoted to a detailed com- 
parison of the promptness record and 
tendency for appeals and suits in work- 
men’s compensation. 

In Mr. Lang’s opinion Wisconsin pro- 


vides an excellent example of what can 
be accomplished with the combined ad- 
vantages of a liberal law, an efficient 
administration and concerted effort on 
the part of carriers to improve their 
service. Under the Wisconsin Act, a 
first payment of compensation is due 
and payable on the eleventh day after 
an accident, or after the worker has 
become disabled. Between 1938 and 1943, 
says Mr. Lang, insurance companies in 
Wisconsin succeeded in paying approx- 
imately 80% of their claims within fif- 
teen days. That record is all the more 
impressive because it has been sus- 
tained over a considerable period of 
time. 

A record, such as Wisconsin’s, should 
be attainable in any state, says Mr. 


Lang, and could be so attained in any: 


state where proper administration is 
assured by the provisions of the law, 
where there is an understanding admin- 
istration and where full cooperation is 
invited between the administrative au- 
thorities and insurance carriers, em- 
ployers, workers and the medical pro- 
fession. 

The final test of any workmen’s com- 
pensation system is its effect upon our 
social and economic life. Since work- 
men’s compensation was created di- 
rectly for the benefit of workers it is 
vital to consider cost in terms of work- 
men’s lives. The true cost of this com- 
pensation is not altogether represented 
by the dollars in premium paid by the 
employer. Certain essential services 
must be performed and paid for, some- 
how, by some one—if not out of the 
premium, then from some other source, 
such as the employer himself, the em- 
ploye—or John Doe, taxpayer. 





James J. Maloney, present chief of 
the United States Secret Service, and 
Frank J. Wilson, recently retired chief, 
are insured by the J. E. Douglass Co. 
of Washington, D. C., in the Glens Falls 
Group. 

* * * 


Joe Ryan, of the Hardin & Ferguson 
agency, New Orleans, suffered the loss 
of an eye while umpiring a soft ball 
game. Hit by a ball, Mr. Ryan’s glasses 
were broken and one of his eyes was so 
badly injured that it had to be removed. 

« * & 

Earle Y. Duncanson, assistant man- 
ager, and Jules Nassberg of the 80 John 
Street, New York office, Connecticut 
General Life, have qualified for the 
1947 Million Dollar Round Table. 








EDWARD R. HARDY 


Edward Rochie Hardy,  secretary- 
treasurer of the Insurance Institute of 
America, is now in Switzerland and will 
shortly return to England before flying 
back to this country on August 26. Mr. 
Hardy flew to England in July to attend 
the annual meeting of the Chartered 
Insurance Institute, Great Britain’s na- 
tional insurance educational organiza- 
tion. Retiring President C. E. Golding 
introduced Mr. Hardy as a vigorous man 
“who looks 60.” He actually is 84 years 
old, and going strong. Mr. Hardy con- 
gratulated the British on having brought 
the educational system of insurance into 
one body, with the exception of the 
actuaries. He said that in the United 
States “we are spilt into different groups 
and I don’t foresee the time when we 
shall have one body that represents the 
entire insurance business.” 


+ cf OE 


Mary Jane Walsh, whose father was 
one of best known insurance agents in 
lowa, running a general insurance agency 
in Davenport, is now starring in “Annie 
Get Your Gun,” one of the biggest musi- 
cal comedy hits which New York has had 
in years. She has been understudy for 
Ethel Merman who is now on a vacation. 
Miss Walsh, who has starred in a num- 
ber of Broadway musical shows, has a 
wide acquaintance with insurance men, 
especially with members of the Ameri- 
can Life Convention, and on several oc- 
casions has been guest of honor at 
parties given in the Waldorf-Astoria 
Hotel by members of the executive com- 
mittee of American Life Convention. 


* * * 


M. Hill Abernathy, agent at Cochran, 
Va. for the Northwestern Mutual Life, 
has been representing the county of 
Brunswick in the lower branch of the 
General Assembly of Virginia since 1940 
but he will not be present at the 1948 
session of that body as Brunswick’s rep- 
resentative. In the democratic primary, 
last week, J. W. Bland was nominated 
to replace him. Mr. Abernathy has long 
been one of the premier producers for 
the Northwestern. He had become one 
of leading and most active members of 
the legislature. 

* * * 


W. H. Sherin, actuary and deputy, 
and §S. E. Orebaugh, counsel, of the 
lowa Insurance Department, will attend 
a zone three school at Richmond, Va., 
on September 16 tq 18 on the fire and 
casualty rating laws. Both men will at- 
tend the school in preparation for the 
rating law which becomes effective in 

lowa on October 1. 


Blackstone Studio 


MORGAN 


SIR ARTHUR £. 


Sir Arthur E. Morgan, director and 
general manager of the London Assur- 
ance, is the new president of the 
Chartered Insurance Institute of Great 
Britain. He received his Knighthood in 
1945 for his many services to the gov- 
ernment during the war and this year 
he was created a Commander of the 
Order of the Icelandic Falcon for serv- 
ices rendered to Icelandic economy 
during the conflict. He has traveled to 
all parts of the world, is well known 
in this country and is reported to be 
the first British insurance general man- 
ager to charter a private plane for a 
business trip. He flew to South Africa 
and other parts of that continent. Born 
in Cardiff in 1886 Sir Arthur became 
general manager of the London on Janu- 
ary 1, 1934. 

* * x 


Mr. and Mrs. William B. Rearden 
of Montclair, N. J., have announced the 
engagement of their daughter, Miss 
Phyllis Ruth Rearden, to William E. 
Woodman, son of Mrs. Lee W. Wood- 
man and the late Mr. Woodman ol 
Maplewood. Miss Rearden’s father 1s 
executive vice president of the Fire- 
men’s of Newark and other companies 
in the Loyalty Group. She attended 
Oberlin College and is a graduate ol 
Syracuse University. During the war 
she spent two years in Europe as « Red 
Cross Club director. Mr. Woodman 1s 
a graduate of Wesleyan University and 
served with distinction in the Nayal air 
service during the war. He receive: the 
Distinguished Flying Cross with « gold 
star and the Air Medal. The welding 
will take place in the fall. 


x 2 

Gov. Dwight H. Green of IlIlin- will 
be the featured speaker at the rty- 
third annual meeting of the Ins “ance 
Federation of Minnesota at | St. 
Paul Hotel, September 8. There © |! be 
a business meeting and election ol- 
ficers in the morning followed y 4 
luncheon and the address of Gov een. 

* ok x 


Kenneth L. Black, CLU, man: * 0! 
Powers System of Estate A: ‘ysis, 
Cleveland, O., head of which is man 
T. Powers, has had a number ©: ats 
experience in probate practice 5 4 
member of the bar, was a life ins «nce 
agent and later a general agent 

a a. 

Kiah Hodges of Clinton, Ok! lias 
sold his firé insurance agency to * H. 
Dunn, local attorney. Mr. Hod s 


planning to enter the life insuran field 
exclusively. 
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Ashmead Wrote “Contract With 
Almighty” Article 

The article printed on this page last 
week, “A Contract With Almighty,” 
which symbolized an insurance agent’s 
responsibility, spirituality, importance 
and ability to furnish “earthly aid,” 
looking at a fire insurance contract in 
the broadest possible view, has at- 
tracted considerable attention. It was 
not only novel but displayed an un- 
usually keen insight in analysis of an 
agent who understands what he really 
furnishes the public. 

The article was printed anonymously. 
I have been asked to name the author. 
John Ashmead, assistant a the 
Phoenix Insurance Co. of Hartford, is 
entitled to take the bow. 

Mr. Ashmead has been with the 
Phoenix twenty years, starting with the 
company as conflagration engineer. In 
1936 he was made advertising manager 
and for years has been a prominent fig- 
ure in the Insurance Advertising Con- 
ference. In addition to being active in 
advertising and public relations, he has 
been considerably interested in all fire 
prevention matters. He is past president 
of the Advertising Club of Hartford; 
past chairman of the Hartford Chamber 
of Commerce’s fire prevention commit- 
tee, and is an honorary member of 
Hartford Veteran Volunteer Firemen’s 
Association and Middlesex County Fire 
Chief's Association. 

Before going with Phoenix he was 
with engineering department of National 
Board of Fire Underwriters. During the 
irst World War he was engineer under 
General George Marshall in the con- 
struction division of the Army. 

‘ ¢ = 


55 John Street 


Of the thousands of agents and brok- 
ers in the Greater New York sector 
only « few have not at some time or 
other during the past quarter of a cen- 
tury visited 55 John Street. This is the 
downtown address of the Travelers In- 
surance Co., which entirely occupies a 
sixteen. story building there, and two 
additions, one of four stories, and an- 
other (at 8-10 Dutch Street), of six 
stories. In all, Travelers occupies 120,000 
leet ©! space in that location. 

The Travelers will continue to occupy 
the sic until April 30, 1950, at which 
time if will move into the building it 
purchosed last week only a block away, 
at 80 John Street. 

The building at 55 John Street is 
owned by the Underwriters Building Co., 
Consisiing of heirs of two men who were 
Promi:ent in the insurance business, 
both © whom are now dead. They were 
John ‘:. Hilliard, who was United States 
Manac-r of the Zurich and who also ran 
r large brokerage office; and John A. 
peker one of the leading insurance 
Toker. It is reported that Hilliard 
oes 3% of the property and Eckert 
“'/. |. few of the Hilliard shares were 
‘ven \o John Meyers who was long as- 
“Clate’! with Hilliard. 

At the Present time there are 700 























salaried employes of the Travelers at 55 


John Street. There are also 150 contract 
agents who have office space there. The 
Travelers has also large quarters at 100 
East 42nd Street, in the heart of the 
New York mid-town section, and has 
branch offices in these places : Empire 
State, Rockefeller Center and Brooklyn. 

3efore moving to 55 John Street the 
Travelers was for many years at 76 Wil- 
liam Street. In 1920 it began to move to 
55, the first departments going there 
being the claim and medical. In 1921 
the rest of the departments moved to 
the new location. For a long period the 
Greater New York general manager of 
the Travelers was James G. Batterson, 
whose father founded the company and 
whose son was at one time mayor of 
Hartford. Earls F. Holmes, another 
prominent figure in the business was 
manager of the Life, Accident and Group 
department. Both died some years ago. 

John McGinley became manager of 
casualty lines for Greater New York 
and later was elected a vice president. 
Until his retirement a few years ago he 
was one of the most popular figures the 
casualty world had ever seen. He now 
lives in Florida in winter and in Water- 
ford, Conn., in summer. 

At 55 John Street Ralf K. Wilson is 
cashier and Robert W. McClaskey is 
general manager, casualty lines. Frank- 
lyn Toops is Life, Accident and Group 
Department manager. Other department 
managers are Dean Parker, compensa- 
tion and liability; Norman R. Clark, 
brokerage; George McGrath, special 
risks; Cameron S. Toole, fire and mar- 
ine; E. L. Randall, indemnity lines (bur- 
glary, plate glass, boiler and machinery) ; 
James Henry, surety and bonding. Su- 
perintendent of underwriting, accident 
and health, Greater New York is Harry 
H. Sutton. 

The claim division of the Travelers for 
Greater New York is directed as fol- 
lows: in Forty-second Street offices, 
where L. M. Sterling is manager of the 
claim department, adjustments of losses 
in casualty and indemnity lines, Greater 
New York, are made. At 55 John Street 
Carrol J. McBride is supervising adjuster 
of Life, Accident and Group lines for 
Greater New York, supervising adjuster 
for fire and marine losses being Henry 
D. Bollten. 

Several weeks ago the legal depart- 
ments of the company at 55 John Street 
and at Forty-second Street were con- 
solidated, the attorneys now being Galli 
& Locker. They are Louis G. Galli and 
Frederick J. Locker and their headquar- 
ters are at Forty-second Street. 

William J. Moran, for many years 
chief attorney of the Travelers in Great- 
er New York, and whose offices were 
at 55 John Street, is not now in good 
health. 

* * * 
Realty Activity in New York 
Insurance District 

A remarkable activity in sale of real 
estate in the lower New York insurance 
district has marked the past three years, 
climaxing-in the sale of 80 John Street 








to the Travelers. In nearly all of these 
transactions Charles F. Noyes Co. was 
the real estate concern which negotiated 
the transactions. Among the real estate 
sales were these: 

84 William Street to 
Life. 

No. 1 Cedar Street (102 Maiden Lane). 

100 — Lane to United States 
F. & 

NET Maiden Lane 

205-9 Pearl Street. 

100 William Street to Aetna (Fire) 

13-15 Gold Street. 

128 William Street. 

41-3 Maiden Lane. 


x * 


N. Y. State Has 22,000 Insurance 
Brokers 

More people are entering the insurance 
business than ever before in its history. 
At least, they are as far as this state 
is concerned. 

The number of persons appearing in a 
list given out by the New York State 
Insurance Department on August 6 as 
having passed the examination for ap- 
plicants for insurance brokers under 
Section 119 of the State Insurance Law 
held in New York City on June 11, or 
on another date, is one of the longest 
list of names in this connection which 
the Department has yet made _ public. 
More than 400 names of successful ex- 
aminees appeared on the list. 

It is thought by the Department that 
at least 22,000 persons hold insurance 
brokerage licenses. Examinations for 
these licenses are held in five cities: New 
York, Buffalo, Syracuse, Rochester and 
Albany. 

The Deputy Superintendent in charge 
of licensing is Carl Typermass whose 
headquarters are in Albany. In Greater 
New York Joseph Fenton Lawlor is 
chief examiner of the Qualifications 
3ureau. 

An interesting sidelight on the list is 
the large number of women who appear 
on the August 6 list of successful exam- 
inees. They include these: 

Helen B. Adler, Edward Jaffin Agency, New 
"ali Besserman, Frenkel & Co., New York. 

Sadie Blitz, 60 East Forty- Second Street. 


‘Adelaide Byers, Northport, N. 
Thalia A. Cascambas, Richman Brokerage Co., 


New York. ; 
Marie Jacobi, Curran, Elmsford, N. Y. 
Marilyn M. Davie, McClary Co., New York. 


Lillian Feinberg, 270 Audubon Avenue, New 


ork. 
Ruth M. French, William E. 


United States 


French, New 


Rochelle. 
Blanche H. Goldsmith, Army-Navy Medical 
Procurement Office, New Yor 


Anna Greenberg, Morris Gottlieb, New York. 

Emma Iannuzzi, Forest Hills, L. 

Eileen Johnson, Freeport, L. I. 

Miriam H. Lee, Bronx. 

Helen Mika, John J. omer, New York. 

Josephine M. Palmer, C. E. Simonson & Co., 
St. George, Staten Island. 

Katherine H. S. Pavlick, 

Grace L. Pjura, Jamaica. 

Frances F. Rosenbaum, Jeanne Seaman, Bronx. 

Dorothy M. Saunders, Woodhaven, New York. 

Sylvia R. Sklar, Long Island City. : 

Rita S. Turbush, Stewart, Hill & Co., New 


k. 
Marjorie S. Weisel, Elberon, N. J. P 
_Edna M. Woods, Klein, Chapman & Spitz, 


k. 
Ada L. Dibben, Friday & Lehmann; Gertrude 
A. Goldman, Henrietta M. Gross, Eleanore B. 
Keough, Augusta A. Menella, Sophie Borken, 


Far Rockaway. 


Alice E. Olsen, Rose A. Ranzi, Yetta 
Pomerance, Sylvia Prigal, Cornelia Street, 
Brooklyn. 

* * Bd 


Wennstrom and Fougner Back From 
Company’s Centenary 


J. M. Wennstrom, president, Chris- 
tiania General Insurance Corp. of New 
York, and Arne Fougner, vice presi- 
dent of that corporation, have returned 
from Oslo where they attended the 
centenary of “The Storebrand,” as the 
Christiania General is called in Europe. 
Also attending the event was Verner 
Willemson, Canadian head of Sterling 
Offices, Ltd. Many insurance executives 
from England, Norway, France, Switz- 
erland, Belgium and Sweden were 
among the guests of the Norwegian 
company. The celebration dinner was 
held in the Royal Yacht Club’s restau- 
rant. There was a trip for the visitors 
taken on the Oslo Fjord by Slesauahle 
3retagne and also a visit was made to 

Sandoya on the Tyrifjord. The visitors 
also had a chance to see the Viking 
ships, Polar ship Fram, the Ski Muse- 








JOUN ASHMEAD 





um, Historical Museum and the Vige- 
land sculptures, 

Host of the centenary was Ver M. 
Hansson managing director of Chris- 
tiania General. Mr. Hansson, who is a 
graduate at law, is of the third genera- 
tion of the Hansson family to fill the 
position of managing director of the 
company. He succeeded his father to 
that post. 

Christiania General was started by a 
group of business men, its original ob- 
ject being to write insurance on goods 
and effects only. In 1856 its operations 
were extended to cover fire insurance 
on buildings and forests. The company 
soon became popularly known as 
“Storebrand,” meaning the big fire in- 
surance company, to distinguish it from 
another company which was called 
“Lillebrand.” 

“Storebrand” had a narrow escape in 
1858 when Oslo had a conflagration 
which caused three other Norwegian 
companies to go into liquidation. In 


1911 the company commenced writing 
direct marine business; in 1916, third 
party and burglary insurance. It opened 


its branch in the United States in 1918. 

Practically all of its pre-war treaty 
relations which were lost by reason of 
the German occupation, have been re- 
established, so, the company enters its 
second century well prepared to con- 
tinue and develop its international busi- 
ness. 

Arne Fougner first came to this coun- 
try in the fall of 1939; returned to 
Norway the next year and was back 
again in the summer of 1940. When the 
Germans invaded Norway Mr. Fougner 
managed to get to Sweden. Carl J 
Hambro, president of the Norwegian 
Parliament, also reached Stockholm 
They had long known each other and 
for a time Mr. Fougner was President 
Hambro’s secretary. In discussing Nor 
wegian insurance conditions Mr. Foug- 
ner said to the writer this week: 

“I was greatly pleased to see the 
progress which has been made in Nor- 
way in every respect since 1945. The 
insurance business has weathered the 
storms of the war and most companies 
find themselves in as good, if not a 
better position, than was their situation 
in 1939.” 


x * * 


Dewey Appoints Hospital Advisory 
Council 

Governor Dewey has appointed twenty- 

four members to the New York State 

Advisory Council of the Joint Hospital 

Survey and Planning Commission of 

which Robert T. Lansdale, Commissioner 


(Continued on Page 22) 





Page 16 






UNDERWRITER 








August 15. 1947 











Higher Fire Losses 
Expected in Canada 


FIRST HALF TOTAL OVER 1946 


Suggestions Made for Deductible Pro- 
visions In Order to Make Assureds 
Reduce Carelessness 
Fire losses in Canada, it is believed, 
will exceed the 1946 total by upwards 
to $5,000,000. This is based on pre- 
liminary estimates which put the losses 
for the first six months of the year 
about $2,500,000 ahead of 1946. In July 
alone, two fires in Canada accounted 
for a loss of $2,000,000; while still un- 
reported are the heavy losses which are 
known to have been suffered in differ- 
ent parts of the country as the result of 

forest fires and lightning. 

Unofficial estimate for the half-year 
is that fires in Canada caused damage 
of $34,500,000, which figure makes ample 
allowances for fires which still have not 
been reported to official authorities. This 
would compare with $32,200,000 for the 
like period of last year. 


Sees No Turn in Loss Trend 


“We had hoped,’ one manager of a 
Canadian fire company stated, “that the 
current year might at least see the 
sharp rise in fire losses checked; even 
if a decline were not forthcoming. How- 
ever, the trend still is unmistakably 
higher and the outlook is far from en- 
couraging. 

“As far as my company is concerned, 
| anticipate a loss ratio this year of well 
upwards of 60%, which means we aren’t 
going to break even.” 

Two suggestions are made by still 
another company manager in Toronto. 
One suggestion was that government 
authorities be pressed into passing leg- 
islation which would make a fire caused 
by out-and-out carelessness a criminal 
offense, punishable by fines or, in more 
serious cases, by jail sentences. 

“Destruction of property by other 
means such as fire, when carelessness is 
a factor, is punishable in the courts,” 
he stated. He cited careless driving 
which, under a number of financial re- 
sponsibility laws, is an offense for which 
motor cars may now be seized by the 
police if damages cannot be paid for. 

His other suggestion was that the 
fire insurance business consider the ad- 
visability of adopting deductible clauses 
in contracts which would make the in- 
sured responsible for a portion of the 
fire loss. 

“For dwellings, I would suggest a 
a $50 deductible clause,” 
this manager said. “If it were driven 
home to the insured that he would have 
to pay the first $25 or $50 of the fire 
loss I feel sure it would be a step for- 
ward in cutting down fires caused by 
carelessness in dwellings. It would mean 
the insured would check his furnaces, 
pipes and chimneys for hazards. 

“With respect to industrial contracts, I 
would still suggest a deductible clause 
in fire policies, with a stiffer amount 
involved. Industry should be responsible 
for the first $1,000 (and in cases of 
larger companies we could make it 
$5,000) of any fire loss. It would then 
be worth while, on the part of a com- 
pany with a $1,000 or $5,000 deductible 
policy to have regular inspections made 
to make sure that no hazards exist. 
Until we make carelessness in fires a 
criminal offense; and until we invoke 
the deductible clause in fire contracts, 
I honestly do not see how we can hope 
to arrest the upward trend in fire losses. 


$25—or even 


Travelers Purchases 
80 John St. Building 


IS SOLD AT PUBLIC AUCTION 





Travelers Companies Plan to Occupy 
Most of Building in 1950 When 55 
John Street Lease Expires 





Charles F. Noyes Company, Inc., in a 
$2,050,000 all -cash transaction, last week 
purchased on behalf of the Travelers 
Insurance Company from William H. 
Hickin, trustee of 80 John Street Cor- 
poration, in the chambers of Edward 
A. Conger, United States District Judge, 
the building at 80 John Street, New 
York City. It is twenty-five stories high, 
containing approximately 155,000 square 
feet of space and covering a plot of 
11,000 square feet. 

The building occupies the blockfront 
on Gold Street from John to Platt with 
frontages of ninety-four feet on John 
Street, 119 feet on Gold Street, and 
eighty-six feet on Platt Street. 

The balance of the block is owned 
and occupied in part by the Aetna Fire 
Group of Hartford, purchased through 
the Noyes organization. Directly op- 
posite is the 7,000 square foot plot im- 
proved by three buildings recently pur- 
chased through the Noyes organization 
by Nathan Wilson. 


To Move in 1950 


The Travelers now occupies the six- 
teen and eight-story connected build- 
ings at 55 John and 4-10 Dutch Street 
under lease expiring in 1950. The leases 
in 80 John Street, the building pur- 
chased, are largely on a statutory basis 
or expiring in 1948, 1949 and 1950. The 
Travelers will make the new building 
its permanent business home in the 
insurance district of New York. 

The tall building was erected by the 
John-Gold Realty Company in 1928 at 
a reported cost of $3,185,000. The mort- 
gage indebtedness at the time consisted 
of a first mortgage of $1,800,000 and a 
second mortgage bond issue of $1,600,- 
000, which was sold for $1,385,000 to 
bond dealers. Today the property is 
encumbered by a first mortgage of $1,- 
442,000 and a second of $1,268,000. The 
assessed valuation, including land and 


Crozier Advanced by 
Royal-Liverpool Group 


ASSISTANT GENERAL ADJUSTER 





Transferred from Cleveland to Home 
Office in New York; Started With 
Group in 1924 





Harold F. Crozier, adjuster for the 
Cleveland, Ohio, office of the Royal- 
Liverpool Group, has been transferred 
to the New York office to take up new 
duties as assistant general adjuster for 
the fire companies of the group. Mr. 
Crozier will assist J. F. Murray who 
was recently appointed general adjuster. 

Mr. Crozier began his insurance career 
with the Royal-Liverpool Group in 1924. 
After graduating from the Insurance In- 
stitute in 1927 he was made an adjuster 
for the metropolitan area in January, 
1928. Following his transfer to the Pitts- 
burgh office in 1934 as adjuster for that 


territory he returned to the New York 
office several months later. In 1945 Mr. 
Crozier was sent to Cleveland where 
he remained until his appointment as as- 
sistant general adjuster. 





TO ALTER BUILDING 
The Buffalo Insurance Co. has filed 
plans with the Division of Bujldings to 
make alterations to its building at 451 
Main St., Buffalo, N. Y. 





building, currently is listed at $1,950,000. 
Another insurance company was also 
a bidder for the property at 80 John 
Street. . 

Many insurance firms and also the 
Reconstruction Finance Corporation 
now occupy space in the 80 John Street 
building. Among the leading tenants 
are the United States Aviation Under- 
writers organization, Insurance Institute 
of America, Zurich, Glens Falls Group, 
metropolitan departments of the Atlas 
and Caledonian, Minner & Barnett, Inc., 
Connecticut General Life New York of- 
fice, Rhode Island Insurance Co., Alan 
H. Bonito & Co., Inc., American Guar- 
antee & Liability, Anchor Agency, 
Bischoff, Cooke & Clarke, Inc., Fair- 
banks Agency, Holborn Agency, New 
York Casualty claim office, Oficinas de 
Ultramar, S. A., St. Paul Fire & Marine. 

Hamilton C. Rickaby of the New York 
law firm of Simpson, Thacher & Bart- 
lett was the attorney for the Travelers 
in the purchase last week and _ the 
Lawyers Title Corporation will issue 
title insurance. 











CLARENCE McDANIEL 


JOHN D. HICKEY 

















SAMUEL A. MEHORTER 


No. 8 of a Series 


A satisfied broker** recently said: 


Unusual problems receive unusual 


attention to achieve the proper re- 
sults with this fine old agency. 


** Letter on file at this office. 


GEORGE N. GAVEY, JR. 








Agents Cautioned i 
Watch Collect ins 


PRODUCERS’ EXPENSES Hi: sER 





Warfield Says Present High Volw. +e of 
Premiums May Tend to Hi. . 
Difficulties of the Future 





Guy T. Warfield, Jr., Baltimore. \resj- 
dent, National Association of In- vance 
Agents, in addressing the annu: con- 


vention of the Utah association { the 
Hotel Utah in Salt Lake City on \ueust 
13 gave delegates a composite sicture 


of the services and efforts developed by 
the NATA in the interest of member 
agencies throughout the country. 
“Increasing volume today in our agen- 
cies may temporarily hide the faci that 
an agent’s expenses are increasiny faster 
than his commission income,” Mr. War- 
field said, “and if an agent does not 
separate his part of the collections from 
the company’s funds he may not be 
aware that his expenses are running a 
close second to his income. When volume 
begins to level off at a later date, the 
increased staff he has put on to handle 
the added volume may soon put him 
in the red if he is not alert to the situ- 
ation,” the NAIA president cautioned. 


Collections 


“Collections need to be followed up 
more closely now than at any time in 
recent years,” Mr. Warfield continued, 
pointing out recent increases in_ busi- 
ness failures as reported by business- 
reporting organizations, which figures 
indicate a rising curve and a sharp in- 
crease over a year ago. 

“Increasing costs of labor and ma- 
terials, over-buying of inventory and 
the general unsettled conditions of af- 
fairs warrant close observation of col- 
lections. A survey of company home 
offices in New York, Philadelphia, Bal- 
timore and Hartford indicates that there 
is some tightening up of premiums in 
the New England area and the South- 
eastern states. Other sections may rea- 
sonably be expected to follow suit. Com 
panies interviewed are becoming appre- 
hensive of agents who have been notori- 
ously slow in past years and watching 
all accounts closely for any slowing up 
in collections,” Mr. Warfield concluded. 





Fire Rate Increases 


Made in New Hampshire 


Fire insurance rates on many classes 
have been increased 10 to 20% in New 
Hampshire, but dwellings, public build- 
ings and some other classes are not 
affected by the changes. Rates on brick 
protected mercantile buildings and their 
contents are boosted 20%, with 10% in- 
creases for all other risks except those 
on which rates are not changed at all. 

Classes unaffected by the raie in 
creases are: Minimum rated properties; 
churches and parish houses; municipal 
public buildings, including hospit«'s and 
public libraries; educational instit:tions; 
frame mercantile and non-manticctur- 
ing; sprinklered mercantile an non- 
manufacturing; central  tracti and 
public utilities; public and business gat- 
ages; risks rated as fire-resistive and 
unprotected properties. 

The New Hampshire rate increases 
correspond to increases already spted 
in Maine, Massachusetts, Rhode island 
and Connecticut, which ranged frm 5% 
to 25% on specific classes. 





FIRE ASS’N CHANGES 


R. J. C. Hamilton, marine unde writer 
at San Francisco for the Fire A-soci 
tion Group, has resigned. Irvin. Wi" 
terburn, city department superin ‘ndent 
for the company at its Pacific epatt 
ment, will retire October 1 after ‘avins 
served the company many years. :'¢ W! 
be succeeded by Charles Roger:, auto- 
mobile department head. 
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Cosgrove Stresses Aids 
To Agents by Companies 


PARTNERS IN COMMON EFFORT 





Amevican Public Relations Director 
Says Companies Should Have Clear 
Cut Underwriting Policies 
Groups within the insurance industry 
would do well to lock arms more and 
lock horns less, John N. Cosgrove, pub- 
lic velations director of the American 
Insurance Group, told the annual co- 
yention of the Georgia Association of 
Insurance Agents at the General Ogel- 
thorpe Hotel, Savannah, on August 8. 
Producers and companies alike often 
forget the obvious truth that there is 
a common goal, said Mr. Cosgrove. That 
goal is to provide the public with the 
highest quality insurance contracts, to 
service these contracts and to fulfill 
promptly and fairly the promise to pay 

losses. 

“\We have been moving . steadily 
toward this goal,’ asserted Mr. Cos- 
grove, “and we will continue to do so 
in spite of temporary difficulties through 
which the industry is passing. Let pro- 
ducers and companies realize that they 
are going through this present cycle as 
partners,” he suggested, “and let us all 
keep our sights on the enduring funda- 
mentals upon which our industry rests.” 





Paramount Position of Agent 


Analyzing producer-company coopera- 

tion, Mr. Cosgrove said that the first 
principle is the recognition of the agent 
as the insurance industry’s representa- 
tive and symbol to the public. 

“Once the agent is ungrudgingly given 
this paramount position,” he explained, 
“companies can set up their public re- 
lations and sales activities to produce 
more and better agency aids. 

“These agency aids take many forms,” 
he continued. “Among them are printed 
sales pieces designed to produce quality 
business if used intelligently and con- 
cistently by the producer. High grade 
field men are important agency aids. 
It is the companies’ obligation to engage 
the best men available, to educate them 
and to empower them to make decisions. 

“Conversely, it is the producers’ privi- 
lege and duty to use these fieldmen to 
inspect and improve risks for the ulti- 
mate benefit of client, producer and 
company, 

“When loss payment time comes,” he 
went on, “the companies can render 
agency aid by remaining in the back- 
ground and allowing the producer full 
recognition as the man who gives per- 
sonalized loss service. A liberal policy 
ol allowing the agent to sign loss drafts 
should be followed.” 

Mr. Cosgrove advanced the idea that 
another outstanding agency aid, not 
always recognized as such, is a clear 
cut underwriting policy. 

“In this connection,” he said, “far- 
sighted producers realize that when 
com nies make full use-of their privi- 
fege to underwrite business carefully, 
they do so to protect the producer and 
the public and to maintain their own 
financial strength and_ stability. With- 
out these qualities no company would 
be worthy of representation by worth- 
while producers.” 

Divcussing local agents’ efforts to at- 
tain professional status, Mr. Cosgrove 
assevied that companies can help by 
otterng qualified men as_ discussion 
leaders of the National Association of 
Insurance Agents’ course and by making 
meeting rooms available. He also indi- 
cate. that help in educating agency 
tmp yes and building their morale is 
an outstanding agency aid. 

Crowing Importance of Women 

“Porticular attention can be given to 
the ung women in production offices,” 
Mr, Cosgrove said, “in recognition of 
Women’s growing importance in the in- 
surance industry and in American com- 
Mereial life, 

_ Companies also can be most helpful 
NM interpreting the agent’s service to 





Pearl Opens Own N. Y. 
Automobile Dept. Today 


The Pearl Assurance will open its 
own metropolitan New York automo- 
bile department today under supervision 
of Leonard E. Husby at its 26 Cliff 
Street office. Mr. Husby will be mana- 
ger of this department. By this move 
the Pearl completes coordination of ac- 
tivities of all its departments, fire, in- 
land marine and automobile in its own 
metropolitan office. 

Mr. Husby has served eighteen years 
with the automobile department of the 
Pearl and its affiliates of which he has 
recently been assistant manager. He 
will make available to brokers a well- 
rounded experience in the handling of 
automobile business on the company’s 
behalf. 





the public,’ he explained. “Some com- 
panies do this through outstanding na- 
tional advertising; other companies 
through more modest, but perhaps 
equally effective media. Whatever the 
method used, the company should re- 
main behind the scenes and allow the 
producer to hold center stage before 
the public audience.” 

Turning to the internal problems of 
companies, Mr. Cosgrove declared that 
producers are wise to take a sincere 
interest in their principals’ activities. 
“Companies administer the funds grow- 
ing ouf of your efforts,” he told the 
Georgia Agents, “and their problems 
are your business.” 

As an example of a leading producer 
who grasps today’s difficulties he quoted 
Wheaton A. Williams, executive vice 
president of Fred L. Gray & Co., Minne- 
apolis, who recently said: 

“*Too much business cramps the op- 
erations of an insurance company in 
much the same manner as the merchant 
or manufacturer who finds himself over- 
stocked and over-supplied and cannot 
sell his products fast enough to bring 
in money to replace the working capital 
invested in unsold products. That  re- 
sults in merchants and manufacturers 
selling products at a loss, banks tighten- 
ing up on credit and all business affected 
is then thrown into a period of re- 
adjustment. 

“*That is just what is happening to 
the fire and casualty insurance business 
today. More insurance than usual is be- 
ing bought. This causes the tying up of 
surplus funds resulting in a shortage of 
working capital, for the more insurance 
companies sell, the greater the drain on 
working capital. Another drain on in- 
surance funds comes form today’s un- 
usual loss payment.’ ” 

Mr. Cosgrove asserted that producers 
who have made a wise choice of com- 
panies for representation may rest as- 
sured that sincere efforts are being made 
by their principals to resolve present 
perplexities. 

Employe Relations Programs 


“Ernest attention is also being given 
to long range company programs which 
will prove to be in the interest of the 
entire industry,” he said. He empha- 
sized empoye relations programs de- 
signed to improve company working 
conditions and to build good will among 
the thousands who have chosen insur- 
ance as a career. 

He also analyzed company efforts to 
improve annual reports and to achieve 
better public relations through this 
medium. “Large sections of these re- 
ports are always devoted to the Ameri- 
can Agency System,” Mr. Cosgrove ob- 
served in pointing out that the pro- 
ducers’ prestige is thus raised among 
thousands of influential readers receiv- 
ing annual reports. 

Summing up, Mr. Cosgrove again re- 
ferred to the unity of interest among 
producers and companies and reiterated 
that the only way to attain the common 
goal of superior insurance service is 
through strict adherence to time tested 
fundamentals. 





Introductory Course 
Completed by NAIA 


READY FOR DISTRIBUTION 





Tried Out at Syracuse University This 
Year; Developed and Prepared by 
Director Richard E. Farrer 





At the close of a two-day session in 
New York City the education division 
advisory committee, National Associa- 
tion of Insurance Agents, announced 
completion of the new _ introductory 
course ready for immediate distribution 
for use by discussion groups and cor- 
respondence course study by individuals. 
L. P. McCord, Jacksonville, Fla., is 
chairman of the committee. 

“We are especially pleased to make 
this announcement,” “Dean” McCord 
said, “because it is the culmination of 
a year’s intensive work by the staff of 
the division. It marks the beginning of 
original research and development by 
our educational division. 

“This new course has been developed 
and prepared by Division Director Rich- 
ard E. Farrer, CPCU, who wrote the 
series of courses featuring discussion 
group outlines and full text material. It 
also utilizes a new modern type of ex- 
amination, developed and prepared by 
Clarence R. Rauter, CPCU, our assist- 
ant director,” Mr. McCord said. 

“Starting with a nucleus of thirty-six 
graduates from the Syracuse Institute 
at Syracuse University this year we 
feel certain that this new course will 
meet with wide acceptance, resulting 
eventually in thousands of graduates 
countrywide.” 

Ernest F. Young, Charlotte, N. C., 
and William Smith, CPCU, Wilmington, 
Del., are other members of the advisory 
committee meeting who met in New 
York at the conference. 


Herbert J. Drane Dies 


Herbert J. Drane, United States Con- 
gressman from Florida from 1916 to 
1933 and long a well known insurance 
agent of Lakeland, died August 11 at his 
home after a year’s illness. He was 84 
years old and a native of Franklin, Ky. 
He went to Florida as a youth and dur- 
ing his long stay there was active in 
real estate and orange and potato grow- 
ing in addition to being president of 
H. J. Drane & Son, Inc. 

Mr. Drane was mayor of Lakeland 
from 1888 to 1892 and a member of the 
Florida House and Senate at various 
times. He acted as president of the 
Senate in 1913-15. He was honored by 
having Drane Pield, Army air base at 
Lakeland, named for him. He held an 
honorary degree from Florida Southern 
College. In 1885 he married Mary 
Wright. A son, Ossian W. Drane, died 
as the result of service in the first 
World War. 








FRANK J. RYAN DIES 


Frank J. Ryan, partner in the New 
York City insurance brokerage firm of 
Blaikie, Ryan & Sampson, 76 William 
Street, and Republican leader in the 
Tenth Assembly District South in Man- 
hattan, died Tuesday of a heart ailment. 
He was 53 years old and had been in 
insurance many years. He leaves a 
widow and three daughters. 





Ragland’s Son to Marry 


Miss Anne Philips Jackson, daughter 
of Mr. and Mrs. Herbert Worth Jack- 
son, Jr., of Richmond, Va., is engaged 
to marry Stuart Ragland, Jr. son of 
Mr. and Mrs. Stuart Ragland, also of 
Richmond. Mr. Ragland is a well known 
local agent, long active in state and na- 
tional agents’ association affairs. 

The bride-elect was graduated from 
St. Catherine’s School and Sweet Briar 
College. Her father is president of the 
Universal Leaf Tobacco Company. Mr. 
Ragland is an alumnus of Montgomery 
Sell Academy, attended Virginia Mili- 
tary Institute, and served as a second 
lieutenant in the AAF during the war, 











More Than Ever 
The Accent 
is on 


SERVICE 


More than ever, the ac- 
cent is on service. Today's 
problems are of greater di- 
versity and complexity. Re- 
cent and impending rate 
and classification changes 
require special analysis. 
Moreover, business and 
personal interests are at- 
tuned to longer range plan- 
ning. The post-war trend to 
normalcy has placed added 
emphasis on careful sched- 
uling to meet specific re- 
quirements. 


Thus, from every stand- 
point, the accent is on serv- 
ice. An alert information 
and advisory program, cou- 
pled with long experience 
and training, equips our 
Fieldmen to render you 
maximum assistance on to- 
day’s special problems and 
opportunities. 
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Calls on Agents To Be 
Alert to Vital Changes 


HAMILTON SPEAKS IN INDIANA 


New Executive Manager of Illinois 
Agents Tells of Present Divisions in 
Thinking in Insurance Ranks 


W. W. Hamilton, newly appointed ex- 
ecutive manager of the Illinois Associa- 
tion of Insurance Agents and manager 
of the Chicago Board of Underwriters, 


was guest speaker for a meeting of 
the LaFayette Association of Insurance 
\gents at the Tippecanoe Country Club, 


vy 


LaFayette, Indiana, on August “f 

Mr. Hamilton said that “it occurs to 
me that our business is in one of these 
most distracting, yet challenging periods 
of transition. Some are unwilling to de- 


part from the past into the uncharted 
sea of the future. Too many are unwill- 
ing to stand and fight but prefer to 
shirk all responsibility and place our 


future in the complexities of the law.” 

In pointing out the divergent opinions 
held. by the leaders in the business, he 
stated: 

“Those who believe in concerted 
action are accused of reactionism. Pro- 
ponents of the theory of open competi- 
tion assert the organization companies 
are attempting to perpetuate a state 
regimental monopoly. The organization 


companies contend that anything less 
than full regulation will result in 
Federal control. Mutuals contend that 


acquisition cost of stock companies must 
be regulated if there is conrtol of divi- 
dends to policyholders. Producers are 
fearful of commission control by law. 
Some companies and agents feel that 
commissions are too high while others 
believe they justify their compensation.” 
Companies Act to Meet New Conditions 

He pointed out that “companies are 
reducing their lines, cancelling agencies 
and declining new business. They are 
carefully analyzing their expenses and 
are in some instances attempting to re- 
duce acquisition cost through reduction 
in commissions. Faced with high losses 
and increased unearned premiums from 
new business, some companies are in- 
creasing their capitalization.” 

Stating that all of these men of di- 
verse opinions were sincere in their 
beliefs, he commented, “The answer 
evolved must be in the interest of the 
pubiic or the solution will be found for 
us by outside interests.” 

“In the face of what I consider reali- 
ties,” he said, “it is rather amazing to 
find so many local agents smug and self- 
satisfied believing that what has always 
been, will be.” He says they never be- 
come disturbed over trends. 

Quoting from Dr. Ralph Blanchard 
of Columbia University, “ ‘the insurance 
business and its legal representatives 
are faced with a complex and extensive 
problem of public relations, of inter- 
pretation of the law, of insurance tech- 
nique, and of sound legislation to ex- 
press sound policy. It is no longer a 
matter of a contest to be won but rather 
of an edifice to be created.’” Mr. Hamil- 
ton added, “I have no fear if we will 
recognize several fundamental facts and 
earnestly, continuously and _ unselfishly 
work toward its creation.” He enumerated 
three fundamental facts: 

l. That all things in the business 
which are in the public interest will 





Arnold With Anchor 
Agency in New York 


George Arnold, Pacific Coast mana- 
ger of the marine department of the 
Rhode Island Insurance Co., has re- 


City to become 
Anchor Agency, 
for the company. 


turned to New York 
associated with the 
marine representative 
L. Walter Vivell, marine underwriter 
and average adjuster and former mem- 
ber of the insurance brokerage firm of 
Vivell & Thomas, will succeed Mr. 
Arnold on the West Coast. 
RICHARD. H. DYE PASSES 

An executive with the Charles F. 
Joyce Co. Inc., Buffalo, N. Y., for the 
past thirty years, Richard Hull Dye, 57, 
died unexpectedly in his home recently. 
His work with the Joyce company be- 
gan in 1917, He was elected treasurer 
in that year and became secretary- 
treasurer in 1940. 





survive, if service is adequate and effi- 
cient, for “the day of the insurance 
salesman is past; the insurance analyst 
is here.” 

Agents and Federal Acts 

2. That the legitimate local agent need 
have no fear of the Sherman Act, the 
Robinson-Patman Act or the Federal 
Trade Commission. “The agent,” he 
added, “has always recognized the de- 
sirability of furthering a code of ethics, 
self-administered.” 

That such organizations as the La- 
Fayette group are essentially local in 
character, purpose and administration 
and that concerted activities of local 
agents should be continued if in the 
public interest. “Rules of your associa- 
tion which are fair, equitable and reason- 
able cannot be destroyed,” he continued, 
“If they tend to elevate the business 
and promote proper ethics, disciplinary 
or otherwise, they are in the public 
interest.” 

He pointed out that “in few fields of 
endeavor is individual success more de- 
pendent upon collective action than our 
business.” 

In concluding he stated, “the threat» 
to our business will be ever present, 
and they do not always emanate from 
the outside. The greatest threat to the 
American Agency System, however, is 
our own indifference and neglect. I sub- 
mit, therefore, that the major problem 
facing us is not whether everything 
satisfies us, but whether you will assume 
a personal responsibility in giving your 
time and effort in making your asso- 
ciation stronger and more responsive to 
the public needs.” 


PHOENIX OF LONDON - PENNA 
L&La&G - FIDELITY PHENIX 


COMPLETE $ j n ra e 


FACILITIES 


- AMERICAN - 
NORTH AMERICA 


N. J. EDUCATIONAL COURSE 


Fall Course Will Start on Septem- 
ber 29 in Newark; Agents and Com- 
pany Men Cooperating 
Russell E. Stevens of Newark, educa- 
tional director of the New Jersey Associ- 
ation of Insurance Agents, has an- 
nounced that the fall course will start 
on Monday evening, September 29, and 
will continue thereafter every Monday 
and Thursday evening from 6:30 to 9:30 
pm. for a period of ten or eleven weeks. 

According to Mr. Stevens, many im- 
portant improvements have been incor- 
porated in the new course including the 
acquisition of new classroom facilities. 
In order to effect better efficiency, it has 
been decided to limit each semester to 
thirty-five students. The classes will be 
held in room No. 3404 of the Raymond- 
Commerce 3uilding, 1180 Raymond 
3oulevard, Newark and the price of the 
complete course, which covers all of the 
basic principles of insurance, will be 
$35 for the full semester and includes 
all of the necessary preparatory and 
text requirements. 

Stating that the course has already 
been more than 50% subscribed for, he 
urged that requests for participation in 
the first course be sent to the central 
office of the Association at 24 Commerce 
Street, Newark 2, in care of the Execu- 
tive Secretary Charles J. Unger. 

Among company men active in setting 
up the new course are George Martin, 
New York Underwriters, and Harry 
O’Brien, Fireman’s Fund. 


Six in Dallas Now Have 
Received CPCU Degrees 


The immediate past president, the 
two vice presidents and the secretary- 
treasurer of the Dallas Insurance Agents 
Association, Inc., now each have the 
CPCU designation. Alphonso Ragland, 
Jr., immediate past persident, and C. 
M. (Pat) Patrick, secretary-treasurer, 
each received the designation as the 
result of the June examinations. The 
two vice presidents, Hal Gulledge and 
Willard Crotty, received their designa- 
tions in June, 1946. Dallas now has six 
holders of the CPCU degree. Price M. 
McCulley of the General Adjustment 
Bureau, Dallas, received his last year 
and Tom R. Chatfield, assistant secre- 
tary of all the companies in the Loyalty 
Group, received his this June. 

Homer A. Terry of the local agency 
of Lawrence, Highfill & Terry, Fort 
Worth alnd Frederick A. Rhodes, Jr., 
of the Texas Genera! Agency, Houston, 
also received their degrees this year, 
making a total of eight designations in 
Texas. 





MASS. AGENCIES MERGE 
The business of the Cochran & Co. 
agency of Northampton, Mass., has been 
transferred to the Dana J. Lowd, Inc., 
agency of the same city. William M. 
Cochran died last month and his sister, 
Annie P. Cochran, arranged for the con- 
solidation. The Lowd agency was estab- 
lished in 1852 by A. Perry Peck. Mr. 
Lowd is now vice president of the 
Massachusetts Association of Insurance 
Agents. The Cochran agency was 

founded by Mr. Cochran in 1893. 
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Iowa haininee Prepare for 


Convention on Sept. 9-11 


The executive committee of the lowa 
Association of Insurance Agents has 
completed final details for the annual 
convention which will be held at the 
Hotel Fort in Des Moines September 
9, 10 and 11, it is announced by Presi- 
dent Philip E. Jester of Des Moines. 

This year the annual banquet will be 
discontinued and instead the members 
and guests will attend a_ professional 
football game being held at Des Moines 
on September 10 with the Los Angeles 
Rams and the Boston Yanks playing. 

Another change in the annual pro- 
gram will be an open forum session for 
agents only the first morning of the 
regular meetings. This will provide an 
opportunity for agents to air their 
troubles and exchange information and 
views on their agency problems. 

Some of the speakers will include 
Kent Emery, special attorney for the 
State Department of Public Safety, who 
will explain the new financial responsi- 
bility law; Frank Potter, field super- 
visor for the Aetna Casualty & Surety, 
who will: talk on “Sales Fundamentals” ; 
Ray J. Beech of American Auto, who 
will talk on “Auto Underwriting 1947 
Style”; Ray Murphy, general counsel of 
the Association of Casualty & Surety 
Companies, who will give an explana- 
tion of the new Iowa rating law, and 
James C. O’Connor, editor and manager 
of the F. & C. Bulletins, who will dis- 
cuss the new standard fire law. 

Sterling Alexander, new Iowa Insur- 
ance Commissioner, will also appear on 
the program. 


MAINE AGENTS TO MEET 


The forty-eighth annual convention 0! 
the Maine Association of Insurance 
Agents will be held at the Belgrade 
Hotel, Belgrade Lakes, on Thursday and 
Friday, September 11-12, The mceting 
will include a_ get-together = diner 
Thursday night and business and edu 
cational sessions on Friday. There will 
also be a program of sports, including 
fishing, golf and swimming. 





CINCINNATI AGENCIES ME®& 

The Eureka-Security Agency a! (1n- 
cinnati, controlled by Thomas E. 
has been merged withe the J). ias 
E. Wood, agency and the busine-. and 
personnel combined. Mr. Wood is ; ‘€s!- 
dent of the agency and Lesi. ©. 
Graham will continue as executiv: vice 
president and administrative head 
combined agency. 





N. J. WOMEN MEET SEPT. 25 
The Insurance Women of New sey 


will open their tenth year with a 1er 
meeting at the Military Park tel, 
Newark, on Thursday evening, Se: '¢™- 
ber 25. President Anne Z. Ritchiv will 


. . this 
announce all committee chairmen Mi 


meeting. 
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“GARDINER'S ISLAND 
WAY STATION OF 


Beaders: has it that the Indians sold the 
island they called Manchonac to Lion 
Gardiner for one large black dog, one gun, 
a quantity of powder and shot, some rum, 
and a few Dutch blankets. Whatever the 
terms of the transaction, the deed of pur- 
chase was later confirmed by .an English 
crown grant giving Gardiner full manorial 
rights. Gardiner moved his family there in 
1639 and formed the earliest English | 
settlement in New York State. 

Fair and tactful in his dealings 
with all men, Lion Gardiner was pre- 
eminently fitted for the task of set- 
tling a new country. A remarkably 
close and steadfast friendship existed 


The ‘marker tells 


wedding night and her husband killed by 
other Indians, the bride was restored to her 
parents through Gardiner’s efforts. 
Handed down from one generation to 
the next, Gardiner’s Island prospered but its 
annals were far from uneventful. No place 
along the coast was more persistently fre- 
quented by ocean rovers and by foreign 
enemies in times of war. In 1699 Captain 
Kidd landed there and buried treas- 
ure. For some reason he took the 
proprietor into his confidence, at the 
same time demanding food. The re- 
past so tickled Kidd’s palate that he 
gallantly presented Mrs. Gardiner 
with an exquisite cloth of gold, which 


between him and Wyandanch, of loot restored is still in the family’s possession. 


sachem of the Montauks, who in his will 
named Gardiner guardian of his son. When 
the chief’s daughter was captured on her 


Less considerate than Captain Kidd were 


the many privateers and smugglers who 
pillaged the island in later years. In 1728 a 


band of desperadoes 
wounded Gardiner 
and carried off all the 
family silver except 
for one tankard. Dur- 


BUCCANEERS _ 


ing the Revolution and War of 1812 British 
soldiers frequently landed there to forage 
for supplies. 

This 3,300-acre island off the eastern end 
of Long Island is still owned by a direct 
descendant of Lion Gardiner, though un- 
fortunately the last manor house was de- 
—— by fire in hd 1947. 


The impressive manor house was built in 1774 


The Home, through its agents and brokers, 
is America’s leading insurance protector 
of American Homes and the Homes of 
American Industry. 


*« THE HOME « 


SPrdurance 


NEW YORK 


Company 


No other American estate has been 0 long in the possession of one family * AUTOMOBILE © MARINE 
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Insurer Recovers From Assured Who 
Failed to Start Subrogation Action 


Action was brought by a fire insur- 
ance company against the owner of an 
automobile, insured by the plaintiff, and 
another, the owner of a truck which 
collided with the co-defendant’s auto- 
mobile, to recover the amount paid by 
the plaintiff to its insured for damage 
to the automobile resulting from the 
collision. 

The wife of Smith, owner of the auto- 
mobile, was in the car as a passenger 
at the time of the collision and was 
injured. Smith promptly made proof of 
the collision and damage, amounting to 
$377, which amount, less $50 deductible, 
was paid by the insurance company to 
Smith ten days after the collision, the 
company taking an assignment and 
subrogation of Smith’s cause of action 
against the owner and operator of the 
truck, to the extent of $327, the amount 
actually paid. 

Subrogation Terms 

This subrogation agreement expressly 
obligated Smith to proceed with demand, 
and, if necessary, by suit, against the 
truck owner, for and on behalf of the 
insurance company in an effort to col- 
lect and reimburse that company for its 
payment. Three months later, without 
the knowledge or consent of the insur- 
ance company a settlement was made 
between the truck owner and Smith, 
by which Smith and his wife were paid 
$885 as settlement in full for all per- 
sonal injury and damage to property 
growing out of the collision. 

Later, the insurance company made 
demand upon the truck owner for pay- 
ment of $327, which was refused on the 
ground that a settlement in full had 
been effected between the truck owner 
and Smith for all injuries growing out 
of the collision, and the insurance com- 
pany was advised to take the matter 
up with Smith. Upon Smith’s refusal to 
refund the amount paid him by the in- 
surance company, suit was filed against 
both Smith and the truck owner. 

At the trial of this suit, the insurance 
company’s attorney admitted that he 
could not prove that the truck owner 
had notice of the subrogation agree- 
ment. According to the evidence intro- 
duced, the truck owner had been ad- 
vised by Smith there had been no sub- 
rogation agreement. The insurance com- 





FREDERICK H. FANNIN DIES 

Frederick Henry Fannin died August 
5 of heart trouble at his home in Okla- 
homa City. At the time of his death 
he was claims adjuster for the Tri- 
State Insurance Company, a_ position 
he had held during the war to help 
out while the younger men were in 
military service. He had _ previously 
practiced law in Stigler and served two 
terms as county attorney. The deceased 
was 77 years old at the time of his death. 


L. O. JARRELL DIES 

Lexio O. Jarrell, 55, of the Houston, 
Texas, local agency of Jarrell & Cage, 
died of a heart attack in his Houston 
home recently. Mr. Jarrell was president 
of the Texas Association of Insurance 
Agents in 1924 and was active in local 
and state associations. Born in Denton 
County, Texas, he had lived in Houston 
thirty-one years. 


OREGON POND ELECTS 

New officers of Oregon Pond of Blue 
Goose are most loyal gander, Jack C. 
Neer of Jack Neer Adjusting Company; 
custodian, James D. Hurley of Byington 
Eychard & Hurley, brokers; guardian, 
Clarence Walls, adjuster; supervisor, 
Nate. Lakefish; keeper, Robert Burke 
special agent for Deans & Homer; 
wielder, Drew Lawrence, special agent, 
Great American. 


pany’s attorney consented to judgment 
for the truck owner and a judgment 
for the insurance company against 
Smith for $327, the amount paid on 
the policy. 

On appeal this judgment was affirmed 
as to the truck owner, but reversed and 
remanded as to Smith. (See 178 S. W. 
2d 170.) 


Assured Loses on Second Trial 


On the second trial of the case, two 
issues were submitted to the jury: (a) 
Whether any part of the $885 paid by 
the truck owner to Smith covered dam- 
age to Smith’s automobile. Smith was 
permitted to testify by deposition that 
no part of that payment was for dam- 
age to his car, but was entirely in set- 
tlement of the personal injuries to his 
wife, thus raising a jury question; (b) 
As to the truck owner’s negligence in 
the collision. Smith’s testimony was 
evasive, and to the effect that “it didn’t 
seem to be altogether his fault and 
not altogether mine.” 

Reversing a judgment for the defend- 
ant Smith on the insurance company’s 
appeal, the Texas Court of Civil Ap- 
peals, Pacific Fire Ins. Co. v. Smith, 
202 S. W. 2d 328, said: “While said 
release and former judgment were a 
complete bar to any recovery against 
Pepsi-Cola Co. (the truck owner) on 
the second trial, yet the insurance com- 
pany, by virtue of said subrogation 
agreement, was entitled to prove, if it 
could, that but for said release, it might 
have recovered from Pepsi-Cola Co.” 

The judgment was on a directed ver- 
dict, given at the conclusion of the evi- 
dence. The only defensive testimony 
was by Smith, orally and by deposition. 
As to this the appellate court said: 
“It has been repeatedly held that the 
unsupported and uncorroborated testi- 
mony of an interested party cannot be 
made the basis for an instructed ver- 
dict.” The rule is stated in 17 Tex. Jur. 
p. 926. Sec. 418 as follows: “As a rule, 
if the testimony bearing upon an issue 
comes from an interested source, the 
issue must be submitted to the jury 
even though it be uncontradicted and 
controlling and though believed to be 
true.” 





JOHNSON ON “THE BIBLE SAYS” 

Trade unions are not a modern or- 
ganization, according to Alfonso John- 
son, manager of the Dallas Insurance 
Agents Association, who is the origina- 
tor of the newspaper series running 
under “The Bible Says.” One of his 
features says, “Demetrius organized a 
trade union of silversmiths to protect 
their trade, according to Acts 19:24-28, 
which reads: “He called together men 
of like occupation. this our craft is 
in danger to be set at nought.” He also 
published a reference showing that men 
were wiping dishes some 500 years B. C. 
Mr. Johnson is copyrighting the series 
which will later be syndicated. 


WUA MEETING IN SEPT. 





Semi-Annual Gathering to be Held 
at Manchester, Vt.; Buck Chairman 
Committee on Arrangements 

The Western Underwriters Association 
will hold its semi-annual meeting at the 
Equinox House in Manchester, Vt., Sep- 
tember 16-17. Those planning to attend 
from Chicago expect to leave that city 
on September 12. 

The order of business committee of the 
WUA is to hold its first meeting in the 
Chicago offices of the association on Au- 
gust 20 to prepare the program for 
Manchester. S. M. Buck, vice president 
of Great American at Chicago, is chair- 
man of this committee. 

Other members are E. D. Lawson, vice 
president and Western manager of the 
Fireman’s Fund, Chicago; Robert E. 
Hauck, secretary, Commonwealth, New 
York; Charles E. Dox, assistant manager, 
london & Lancashire, Chicago; A. C. 
HToberg, assistant secretary, Imperial, 
New York; R. L. Tanner, vice president, 
New York Underwriters Insurance Co., 
New York, and John P. Young, Jr., man- 
ager, Western department, American 
Insurance Co., Rockford, III. 





Fire, Automobile Results 
In British Columbia 


Premium income in British Columbia 
from automobile insurance has increased 
and the loss ratio has climbed while 
premium income from fire business also 
has increased but loss ratio has dropped 
considerably, according to a report by 
W. R. Sloan president of British 
Columbia Underwriters Association. 

Over a period of five years the popu- 
lation of the province has risen ap- 
proximately 45,000 and basic industries 
have become more numerous and pros- 
perous. John L. Noble, concluding a 
two-year term as manager, reported that 
insurance business in the province has 
been advancing slowly. 

Mr. Noble gave a comprehensive out- 
line of the year’s underwriting results. 
He disclosed a drop in the fire loss 
ratio from 48.25% in 1945 to 28.77% in 
1946. Respective .figures for automobile 
insurance show an increase from 47.92% 
to 55.05%. 





NEW EDITION OF FILM READY 


A new edition of the film, “Approved 
by the Underwriters,” is now available, 
Underwriters’ Laboratories, Inc., of Chi- 
cago and New York, announces, “This 
is a thirty-minute picture, with sound 
track on the film. It may be shown on 
any standard 16-mm sound-on-film pro- 
jector capable of handling 1,200 foot 
reels. The entire picture is on one reel. 
Prints on safety films are available free 
of charge to audiences upon request of 
any one of the Laboratories’ three test- 
ing stations at 207 East Ohio Street, 
Chicago 11; 161 Sixth Avenue, New 
York 13, and 500 Sansome Street, San 
Francisco, Cal 





LABORATORIES’ LISTS 
Underwriters’ Laboratories, Inc., has 
published the bi-monthly supplement to 
all lists of inspected appliances, equip- 
ment and materials. 
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DARGAN & C0., Ih. 


Adjusters & Surveyors 
110 William Street New York 7,* y, 
_ Telephone: BEekman 3-2360 
Cables: NAGRAD 


UNITED STATES OFFICE. 


Atlanta, Georgia 
Baltimore, Md. Miami, Florida 


LATIN AMERICAN OFFICéS 


San Juan, Puerto Rico Mexico, D. F., Mexico 
Ciudad Trujillo, D. R. Havana, Cuba 
Port-au-Prince, Haiti Bogota, Colombia 
Caracas, Venezuela 
Branch Managers, Staff Adjusters or 
Representatives in every state in the Union 
and every province in Canada, and in 
every country on the globe, other than 
accupied territories. 


Worldwide service for companies and 
underwriters, involving fire and allied 
losses, aircraft, marine and casualty. 


ASSOCIATES: 
TRUNDLE, FOULKES & CO. 


London, England 








DES ERY 
TRAVELERS FIRE CHANGES 


Mason Asst. Mer. at Peoria; Roberts 
Special at South Bend; Butler 
Special Agent at Boston 
Several personnel changes in fire and 
marine lines are announced this week by 
the Travelers Insurance Companies. Wil- 
liam E. Mason, special agent at Peoria, 
Ill, has been appointed assistant man- 
ager at that branch. Arthur S. Roberts, 
Jr., Newark, has been appointed special 

agent at South Bend, Ind. 

Robert H. Butler has been named spe- 
cial agent for the Travelers Fire in 
Boston. 

Southwestern General Agency, Phoenix, 
has been appointed general agent for the 
Travelers Fire for fire and allied lines 
and inland marine lines covering Arizona. 
This appointment is in addition to the 
appointment already in effect witli this 
agency for fire and allied lines witli the 
Charter Oak Fire. 





Great American Moves 
Several Departments 


The Great American Group has moved 
the offices for the loss departmen:, 1n- 
land marine department and claim. pay- 
roll audit and inspection departments 0! 
the indemnity company from the ome 
office at 1 Liberty Street to 89 \ .iden 
Lane. New York City. 





CORRECTION 
In last week’s issue of The |: :-tern 
Underwriter, in a story about the  ertt- 
ficates awarded by the American ustl- 
tute for Property & Liability ( sder- 
writers, it was erroneously state. that 
“President L. G. Purmort, Centra! lan- 


ufacturers’ Mutual Insurance Co 
other officers were reelected.” P1 
of the educational organizati 
Herbert P. Stellwagen, executiy vice 
president, Indemnity Insurance 
North America, who succeede Mr. 
Purmort a year ago. 





SEVICK LEAVES PEAR: 

J. J. Sevick, who has acted a ook 
County, Chicago, manager for 
American from January 1, 193! 
March 1, 1947, when the Cook inty 
office of Pearl-American was mm 
New York, has resigned as of Au 
Mr. Sevick’s future plans have n 
announced. 
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Hits Term Policies 


(Continued from Page 1) 


consileration of suggestions directed to- 
ward the “swift relief of the current 
capacity problem.” 

Limitation of policies to one year also 
was suggested by Mr. Sullivan with the 
idea of making it possible for companies 
fo write much more insurance than now 
possible and to establish required re- 
serves. 

Commissioner Sullivan’s suggestion has 
already been considered by others but 
his proposal brings the matter squarely 











WILLIAM A. SULLIVAN 


before the Commissioner’s organization 
and the pro and con arguments to follow 
will be studied with considerable inter- 
est. Many types of insurance are now 
and have long been written upon an 
annual premium basis. These include 
automobile risks, health and accident 
policies, burglary and theft, most types 
of life insurance and others. 

In the fire insurance field the trend 
toward term contracts has developed 
steadily for some years with agents 
stressing the financial savings to as- 
sureds. Term contracts also tend to as- 
sure producers less competition each 
year, lessen bookkeeping and have nu- 
merous advantages for policyholders, 
producers and companies in normal 
times. Right now the necessity for es- 
tablishing large unearned premium re- 
serves, thereby cutting into surplus ac- 
counts, has caused a number of fire 
insurance companies to curtail accept- 
ance of new offerings. 

It is not expected that the present 
crisis with respect to providing cover- 
age will last any great length of time. 
Even though steps were taken now to 
discontinue writing term fire policies, 
whether financed or not, several years 
would elapse before present policies 
would expire and by that time the exist- 
ing difficulties may have been eased con- 
sidercbly. It does not appear likely that 
Writin: of term contracts will be stopped 
but there may be for a while a tendency 
lor companies to try to write more of 
their Susiness on an annual basis. 

_ Contending the term rule is no longer 
Justiti-d Commissioner Sullivan said: 

“Sone of the reasons given for the 
origi, of the term rule were to effect 
savir of expense by reason of the 
Issuance of fewer policies, to permit 
ager and companies more easily to 
hold \eir business, and to increase the 


amout of money in the hands of the 
comp: nies for profitable investment. 
Bent of the term rule was at first 
mit to certain preferred classes of 
busin ss, and it is said that the result 
as yi as the intent, was thereby to 
give ivored rate treatment to such 


“Whatever reasons may originally 
have ged adoption of the term rule, 
itis evident that they are no longer 
applic:ble. There is now no real or 


Practical relation between rate reduc- 


tions granted under the term rule and 
savings in administration overhead and 
value of the use of the money resulting 
from the longer term. The longer term 
is not an essential to the holding of 
business, as has amply been demon- 
strated by the history of one-year term 
fire policies and of even shorter term 
policies in the casualty field. Yield on 
investments is now so low that it is no 
longer a significant argument in support 
of the term rule, and there is no indi- 
cation that the investment picture will 


show any important improvement within 
the foreseeable future. Actually, the in- 
vestment of the vast funds flooding in 
upon the companies as a result of term 
writings of itself now constitutes a 
problem. 

“The unfavorable effect of the term 
rule has been intensified by the fact 
that in the years since its first adoption 
it has been extended to additional 
classes so that today a great bulk of 
the business is eligible for term treat- 
ment. The rule is no longer significant 


as a preferred risk feature. It now 
stands forth clearly as an_ indirect 
method of rate reduction with distress 
ing accompaniments. As the term rule 
is frequently applied in practice, there 
may now even be question as to its 
legality under the anti-discrimination 
statutes in force in most states.” 

Commissioner Sullivan has been head 
of the Washington State Insurance De 
partment for many years and is a past 
president of the National Association of 
Insurance Commissioners. 








When is a Home Not a Home? 


ITH furnishings it’s a home. 

Without furnishings it’s only a 
house. And the most modern house 
would be very uncomfortable to live 
in if it were completely empty. 


That’s why it’s so shortsighted to 
insure a house against fire and 
neglect its contents. In some cases 
the contents nearly equal the house 
in value. And scarcely a month 
passes in the average household 
without some new possession . . . 





.& G. 


clothes, books, furnishings, etc... . 
being added. 


Point out these facts to your clients 
and prospects. Urge them to make 
an inventory of their possessions— 
chances are, they'll be amazed at 
how much it would cost to replace 
those possessions in event of fire. 
Remember, nearly everyone—home- 
owner or apartment dweller—is a 
prospect for contents fire insurance. 
So start now to get your share of 


this business! It’s a real opportunity 


for extra sales. 


P.S. Fire Prevention work as a 
public service is important these days. 
The alert insurance man is the logical 
man to talk Fire Prevention to his 
clients, civic clubs, Chamber of Com- 
merce and friends. You can help 
reduce the fire waste in your commu- 
nity, bul what is more important you 
will save lives, loo. ‘“Safety begins at 
home.” Write for our Fire Prevention 
material. 


FIDELITY & GUARANTY 
INSURANCE CORPORATION 


Member: National Board of Fire Underwriters 


bY Standard q 


Affiliated with UNITED STATES FIDELITY AND GUARANTY COMPANY | Socio 


HOME OFFICES: BALTIMORE 3, MARYLAND <i raraeg- 
| &, Gi 


2, » 
‘4nyinse™ | 


Remember . . . in the time it has taken you to read this advertisement . . . approximately 


114 minutes . . . a fire of known cause has been reported somewhere in the United States. 
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Carrier Liable for Goods Stolen at 
Warehouse Not Selected by Owner 


An Army officer living temporarily in 
Charleston, S. C., who had been ordered 
overseas, arranged with an_ interstate 
motor carrier in Charleston to ship his 
household goods, including personal 
wearing apparel of himself and his wife, 
to Washington and place them in stor- 
age there. The carrier moved the ship- 
ment to Washington and turned it over 
to a moving and storage company for 
storage. 

About six months later the officer’s 
wife, who was living in Florida, wrote 
the carrier asking where the goods were 
located. The carrier replied they were 
“at present” located with the named 
storage company. They remained there 
about four months longer when the 
storage company delivered them to the 
officer’s wife on her order. 

She then discovered the lock had been 
broken off a cedar chest and that a 
large amount of clothes and other per- 
sonal effects were missing. A claim was 
presented to the storage company and 
rejected by it. No claim was presented 
to the motor carrier. The officer and 
his wife sued both companies for the 
value of the missing goods. 

A judgment dismissing the case 
against the storage company and heed 
‘ing against the motor carrier for $1,350 
was affirmed, on appeal by the motor 
carrier, by the Municipal Court ie Ap- 
peals for the — of Columbia, Grey- 
van Lines, Inc., v. Nesmith, 50 A. 2d 434. 

Facts vole Opinion 

When the goods were loaded in South 
Carolina a bill of lading was made out 
and signed both by the carrier and the 
officer. This gave the consignee as 
“Lt. Morton Nesmith, Greyvan Storage, 
Washington, D. C.” typed in before the 
van reached the Nesmith residence and 
before the verbal direction as to a 
specific storage place. This verbal direc 
tion, a request that the articles be stored 
with two named storage companies, was 
denied by the carrier. 

The bill of lading described the ship- 
nent as “household goods and personal 
effects” and aiso contained the state 
ment that “shippers are required to 
state specifically in writing the agreed 
or declared value of the property. The 
agreed or declared value of the prop- 
erty is hereby specifically stated by 
the shipper to be not exceeding 30 cents 
per pound per article.’ An inventory 
was also made and signed by the parties. 
It included a locked cedar chest, but 
none of the personal effects claimed to 
be missing was mentioned separately in 
the inventory. 

The appellate court held that the 
destination “Greyvan Storage” in the 
bill of lading did not have the effect of 
allowing the motor carrier, which had 
no storage facilities in Washington, to 
select any storage company which it 
desired. “If it meant generally what it 
said,” the court held, “then Greyvan 
itself was to store the shipment and 
the diversion to Ambassador was wrong- 
ful.” 


Bailee Deviated Without Authority 

The Washington court said, in Bar- 
rett v. Freed, D. C. Mun. App. 35 A. 
2d 180, 181: “It is well established that 
if a bailee without authority deviates 
from the contract as to the place of 
storage and a loss occurs, which would 
not have occurred had the property 
been kept at the agreed place, the bailee 
is liable for such loss even though he 
is not negligent.” 

The same rule, the court now says, 
applies to carriers with respect to 
wrongful delivery, citing from 
various jurisdictions. 

There was no ratification by the 
mMaintiffs of the delivery of the ship 
ment to the storage company. Whether 


cases 


or not the principal has ratified is a 
question of fact to be determined from 
all the circumstances of the case. The 
trial court, by finding for the plaintiffs 


against the motor carrier, found that 
plaintiffs had not ratified the wrongful 
delivery and the appellate court de- 
clared itself not at liberty to set aside 
this finding unless clearly erroneous. 

It was not necessary for Mrs. Nesmith, 
when told the goods were stored with 
Ambassador, to demand that they be 
stored with the specified storage com- 
panies for the short period of four 
months. In any event, the court said, 
where a person learns that his direc- 
tions have not been followed, he had 
a reasonable time within which to re- 
pudiate the act, and, unless the time is 
unreasonable as a matter of law, what 
is a reasonable time is a question of 
fact for the jury. 

Mrs. Nesmith testified that Ambassa- 
dor would not unload her goods from 
the truck unless she paid cash in full 
for the storage charge. She paid without 
any means of knowing of the loss or 
what, if any, relationship existed be- 
tween Ambassador and Greyvan. “Where 
the agent’s unauthorized act places the 
principal in a position where he is com- 
pelled to act, this conduct is not, as 
to the agent, a ratification of the unau- 
thorized act.” 


Court on Other Claims 


The filing of a claim against the stor- 
age company was held merely a precau- 
tionary step to protect any rights plain- 
tiffs might have against Ambassador, 
and did not ratify Greyvan’s choice of 
storage companies; and did not relieve 
Greyvan from responsibility nor con- 
done the conversion. Nor did the filing 
of suit against Ambassador along with 
Greyvan. 

The appellate court refused to con- 
sider the point raised that the -trial 
court erred in directing a verdict in 
favor of Ambassador, because Ambas- 
sador had not been made.a party to 
the appeal. 

The claim against the motor carrier 
was held filed within the time provided 
in the bill of lading. Filing suit is the 
equivalent of filing claim. Plaintiffs did 
not know of any loss and could not 
have filed a claim until they received 
their goods from Ambassador. They 
sued within nine months of that date, 
which was in time. 

The verdict was held not excessive. 
‘The appellate court examined the testi- 
mony as to the value of the goods lost 
in detail and was unable to say that 
the trial court’s finding was_ plainly 
wrong or not supported by substantial 
evidence, so that it was bound by the 
trial court’s finding. 

“The measure of damages in such 
case,” the court said, “is the market 
value at time of loss, but with respect 
to household goods and wearing ap- 
parel, which usually have no ready 
market value, the measure of damages 
is the value of the goods to the owner; 
not a value which he might place upon 
them, but such reasonable value as, from 
the nature and condition of the goods 
and the purpose to which they were 
adapted and used, they had to him.” 

Had the carrier complied with its 
contract and stored the goods as in- 
structed, it would have been able to 
rely on the. clause in the bill of lading 
limiting liability to 30 cents per pound. 
But, the court said, the motor carrier 
had failed to carry out its contract. 
“Greyvan is an interstate motor ve- 
hicle carrier and as such is subject to 
the provisions of the Motor Carriers 
Act, 49 U. S. C. A. §301 et seq., making 
the so-called Carmack Amendment, 49 
CREE §20 (11) (12) applicable to 
interstate shipments by motor carrier. 
Under this amendment limitations of 
value in bills of lading and in_ tariffs 
on file with Interstate Commerce Com 
inission do not apply where the loss 
was occasioned by the negligence of the 
carrier.” 
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CUTTING COTTON BALE FIRES 


Dusting Surfaces With Sodium Bicar- 
bonate Powder Effective Preventive, 
Factory Mutuals Discover 
A method of making storages of baled 
cotton resistant to ordinary sources of 
ignition by dusting the surfaces with 
sodium bicarbonate powder, much as 
crops are dusted for insect control, has 
been suggested by W. E. Peterson, en- 
gineer of the Associated Factory *"Mu- 
tual Fire Insurance Companies. Baled 
cotton in storage presents a_ serious 
protection problem because the fibers 
are easily ignited and flame spreads 
rapidly, eventually producing smoky 
burrowing fires that are difficult to 

extinguish. 

Preliminary tests at the experimental 
station of the Factory Mutual Labora- 
tories at Norwood, Mass., show that the 
new dusting method is effective in pre- 
venting ignition from small external 
sources such as sparks or match flames. 
When exposed to heat under such con- 
ditions, the sodium bicarbonate powder 
releases an inert gas that reduces the 
oxygen content so that ignition does 
not occur. 

Cotton bales dusted with sodium bi- 
carbonate are not subject to the char- 
acteristic surface flash fires which 
usually occur and quickly involve all 
the exposed bales in the storage unit. 

The powder is not expected to inter- 
fere with manufacturing as it will be 
blown from the fibers in the norma! 
preliminary processing, and has no 
abrasive or corrosive action on bearings 
or machine parts. 

Further tests are now under way to 
work out the practical details as to 
method of application, the grades of 
sodium bicarbonate best suited and the 
minimum amount required per unit of 
surface area. 


Six to Receive CPCU at 
Los Angeles Gathering 


Six Southern California insurance 
men will receive their designation of 
CPCU at the September conveution of 
the National Chapter, CPCU, to be 
held in Los Angeles. The All-Industry 
luncheon, to be held in connection with 
the convention promises to be one of 
the most interesting events of its kind. 
Already all the tickets have been sold 
and the Pacific Chapter, in charge of 
the convention, is seeking additional 
reservation space to accommoate re- 
quests for tickets that are continuing 
to be received. 

Those from Southern California who 
will be given their designation are Har- 
old Zeigler, Zeigler Insurance Agency, 
Los Angeles; Bernard McManus, insur- 
ance broker and secretary of the In- 
surance Forum of Los Angeles; Neil 
Flammer, assistant manager, metropoli- 
tan department, Victor Montgomery 
General Agency, Los Angeles; Ben 
Paine, —— Insurance Agency, Long 
Beach, Calif., Stanley Higgins, assistant 
Inanager, Los Angeles office of the 
I.umberman’s Mutual Casualty, and W. 
M. Scott, U. S. manager, Canadian Fire 
and Canadian Indemnity. 
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Big Bill 
(Continued from Page 15) 


of Social Welfare, is chairman. Chair- 
man of the Advisory Council is Assem- 
blyman Lee B. Mailler, Superintendent 
of Cornwall Hospital, Cornwall, N. Y. 


Among those appointed to the Ad- 
visory Council are Louis H. Pink, presi- 
dent, Associated Hospital Service; and 
T. J. Ross, well known public relations 
man. 


The Joint Hospital Survey and Plan- 
ning Commission was created by New 
York State in 1947. It is empowered to 
make an inventory of all existing hos- 
pitals in the state, to survey the need 
and develop a program for construction 
of such public or other non-profit hos- 
pitals as will afford, in conjunction with 
existing facilities, the necessary physical 
accommodations for furnishing adequate 
hospital services to all the people. The 
commission will carry out the program 
of the Federal Hospital Survey and 
Construction Act as it relates to New 
York State. 


Under the law the Commissioner of 
Mental- Hygiene, Dr. Frederick Mac- 
Curdy, and the Commissioner of Health, 
Dr. Herman E. Hilleboe, are members 
of the commission. The members of the 
commission and the council receive no 
compensation for their services but will 
be reimbursed for necessary expenses. 





Texas Agents’ Fiftieth 
Meeting to be in Waco 


The golden anniversary convention 
of the Texas Association of Insurance 
Agents will be held in Waco, President 
Melvin J. Miller announces. The | exas 
Association held its first convention in 
Waco in 1898 and will return to that 
city for its fiftieth meeting. Two ol 
the agents who attended the first ieet- 
ing will attend the fiftieth meeting which 
probably will be held in May, 1948. 
These two are Wm. Stiles of Sai An- 


tonio and Edward M. Polk of Corsicana. 
The Texas Association vice president, 
T. Champe Fitzhugh, Waco, is her- 
ing historical data which will be re- 


leased at the next convention. 





PRODUCERS’ TESTS IN M' 


Insurance Commissioner Da 
Soule of Maine announces rules and 
regulations governing examinatio' > 
applicants for agents’ and broke ~’ li- 
censes. There is an examinati fee 
of $10 for all lines except life, ere 
the ‘fee is $5. Tests will be cor ted 
at various dates each month at Av-ist@ 


Portland, Bangor, Presque Isle, fH) 'to", 
Machias and Auburn, An applicar’ !4! 
ing to pass an examination m ike 
another test, without addition ee, 
thirty days after date of origin ¢® 
amination. Failing to pass the nd 
time he is not entitled for furti = 

5éed. 


amination until six months have [) 
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Ship Owner Liable for Damage to 
Paprika Cargo on Voyage From Spain 


Tie owner of a shipment of paprika 
frov! Alicante, Spain, to Philadelphia, 
on ie S. S. Ciano sued the Spanish 
company owning and operating that ves- 
sel ‘or damage to the shipment, in an 
admiralty proceeding before the Federa! 
District Court for Eastern Pennsylvania. 
The questions for determination in the 
case were as to how and when the 
shipment was damaged, including the 
adequacy of the proofs of loss. The law 
yoverning the case was not in dispute; 
only the application of the law to the 
facts of the case. These facts, as found 
by the District judge, were as follows: 

The libellant, owner of the shipment, 
was a business firm in New York City. 
The captain of the Ciano on March 25, 
1944, executed at Alicante a bill of lad- 
ing acknowledging the receipt on board 
in apparent good order and condition 
of 500 bags of Spanish paprika for car- 
riage from Alicante to Philadelphia. No 
bad order notations appeared on the 
bil of lading at the trial of the case. 

The bags were stowed in the forward 
section of the No. 2 tween deck from 
the forward bulkhead aft for three 
metres, filling the height of the tween 
deck space. Bags of thyme were also 
loaded at Alicante. On March 29 the 
Ciano arrived at Seville, where barrels 
of olives were taken aboard. She re- 
mained at Seville ten days, then arrived 
at Cadiz April 6, and left April 14 after 
loading barrels and cases of wine. On 
May 4 she arrived at Gloucester, N. J., 
where her cargo of cork was dis- 
charged. On May 15 she discharged the 
cargo of paprika here involved at a 
covered pier. 

Cargo Is Shifted 

While the ship was at Seville, the 
hags of paprika were shifted from tween 
deck to the No. 2 lower hold where they 
were stowed just aft of the center of 
the hold. Below the paprika, under dun- 
nage, were barrels of olives. The near- 
est ventilator was about five metres aft 
ot the paprika. Forward were cases of 
wine and rabbit skins, separated from 
the paprika by a temporary wooden 
bulkhead. Above the paprika were the 
hatch boards, on top of which were 
stowed wine and cork. 

On the voyage from Cadiz to Phila- 
delphia the usual weather, including 
squalls and rain, was experienced. The 
captain and = chief officer saw the 
paprika at various times. The bags ap- 
peared to the latter to have had prior 
use. \t Philadelphia the cargo surveyor 
noticed several stained bags on the top 
ot the stow of paprika. Unstained bags 
Were mixed with stained bags. The 
stains were sometimes on the sides and 
sometimes on the ends of the bags. He 
foun! some wet wood in the ho‘d. 

Th» libellant, after accepting delivery, 
set aside 235 bags as being stained and 
aiscolored, and made the notation on 
the |onded warehouse receipt. A joint 
sur was subsequently held at the 
Warenouse, and reconditioning of the 
Stained paprika was recommended. The 
bags were originally packed in new, 
cleai, double burlap bags. Beneath the 
‘tains and = discolorations the paprika 
Was ‘leached and caked; sometimes be- 


neat. the caking it was wushy and 
dan The damage was external and 
Was caused by fresh water. 

manner in which the paprika 


ame ints contact with fresh water was 
unexplained, the court said, and the 
“idence was insufficient to show that 
the damage did not occur on board the 
Gano. It cost $559 to recondition the 


paprika. It was repacked in new single 
bags which cost $77. This reconditioning 
process caused a loss of 150 net pounds 
ot paprika, a normal loss. 

The damaged paprika, 25,670 net 
pounds, was sold for $7,444, or 29 cents 
per pound, the best obtainable price. 
The total market value of the 235 dam- 
aged bags of paprika was $11,632, if it 
had been in good condition. The libel- 
lant’s loss of profit, therefore, was held 
to be $4,188, making, with $629 as the 
cost of reconditioning and of the new 
bags, $4,818 as the total damage to the 
libellant. Judgment was rendered in the 
libellant’s favor for that amount. The 
Ciano, 69 F. Supp. 35. 





Farmers Consider Plan 


For Own Aviation Ins. Co. 


Delegates to the National Flying 
Farmers’ Association convention, in 
session at Oklahoma A. & M. College, 
Stillwater, Okla., discussed the possi- 
bility and advisability of organizing a 
cooperative insurance company to re- 
duce insurance costs on farmer-owned 
planes. Howard Hopkins of California, 
chairman of a committee to study in- 
surance problems, outlined a_ flying- 
farmer-owned and operated insurance 
company, which he estimated would cut 
insurance costs 30%. He said that the 
major obstacle to plane ownership was 
that insurance now costs up to $750 
annually, Action on his committee’s 
proposal was postponed pending a re- 
port from insurance companies. 





Complete Insurance Lacking 


On New Tacoma Bridge 


The state of Washington is having 
trouble completing insurance coverage 
for the proposed new Tacoma Narrows 
Bridge. Governor Mons Wallgren and 
the Washington State Toll 
Authority are of the opinion this prob- 
ably was delaying a call for construction 
bids. Specifications for contractors to 
study are all prepared, ready to be 
released when a call for bids is made. 

Gov. Wallgren said the state thought 
all insurance for the bridge was 
arranged, “but apparently the patch- 
work has broken out in fresh spots.” 

Insurance men of Tacoma are dis- 
pleased because they have not been 
given a chance to furnish insurance. 
They may yet get a portion through 
other underwriters. 


Bridge 


NEW AUTO RATES IN OKLA. 
Physical Damage Rates Are Increased 
Generally, With Largest Rises 
in Collision Coverages 
The Oklahoma State Insurance Board 
has approved filing of the Oklahoma 
Inspection Bureau contemplating a num- 
ber of changes in the Oklahoma auto- 
mobile manual, which becomes effective 
August 25. Important changes include 
private passenger car rates, particularly 
on old automobiles, for actual value 
fire, theft and comprehensive coverage 
including collision. The average premium 
increase for the $50 and $100 deductible 
forms of collision coverage on new pri- 
vate passenger cars, is 8% and on old 
cars (Age Group IV) the average pre- 
mium increase is 39%. The $25 deducti- 
ble premium increase for new cars is 

30% and on old cars, 67%. 

Commercial intermediate hauling colli- 
sion premiums for old cars are increased 
25% with no change in new cars, where- 
as the long distance hauling collision 
premiums are increased 20% with no 
change in local hauling collision pre- 
miums. 

The minimum premium for fire, theft 
and miscellaneous coverage is increased 
from $5 to $7 and for comprehensive, 
from $6 to $8. L. E. Antene, manager 
of the bureau said that collective ex- 
perience of companies writing automo- 
bile business in Oklahoma indicates that 
collision insurance has been a_ losing 
proposition for a number of years. 


Filling Station Liable for 
Damage to Car by Washer 


The owner of an automobile sued a 
filling station operator for damage to 
the plaintiff's automobile when he left 
it at the filling station for washing and 
greasing. The action was based on a 
bailment of the car for the mutual bene- 
fit of the parties. The facts were undis- 
puted. The filling station operator per 
sonally drove the automobile on the 
wash rack, leaving the ignition kev 
therein, and directed a car washer, who 
had been in his employment for two 
weeks, to wash it. 

In the operator’s absence, the car 
washer drove the car from the wash 
rack to the road and wrecked it, the 
damage amounting to $657. The car 
washer’s sole duty was to wash cars 
when placed on the rack. A directed 
verdict for the amount of damages to 
the car and judgment thereon were af- 
firmed by the South Carolina Supreme 
Court, following its decision in a similar 
case, Powell v. A. K. Brown Motor Co., 
200 S. C. 75, 20 S. E. 2d 636. The court 
added: “Of course, a bailee is not an 
absolute insurer of the property of a 
bailor left in his possession, and_ this 
court has never so held.” 

It was held net error of the trial 
judge to exclude testimony that the car 
owner carried theft insurance on his 
automobile and had been fully indem 
nified by his insurance carrier for the 
damages to his car, and that he had 
executed a loan receipt to the insurance 
company. Brown vy. Smith, 42 S. E. 2d 
883. 
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Question of Jurisdiction 


Over Ship Outside Limits 

\ libel against the owner of a steam- 
ship, filed under two suits in Admiralty 
\ct in the Federal Court for Eastern 
New York, alleged a claim against the 
United States as owner of the steam- 
ship. The claim was based on the dis- 
charge in a defective condition, of a 
cargo of melons, and onions at the 
port of New York as a result of the 
ship’s negligence in loading, stowing, 
custody, and care and also because of 
unseaworthiness. 

The respondent excepted to the libel 
on the ground that there was no juris- 
diction in the District Court, because the 
only liability which could possibly be 
asserted against it is a liability in rem, 
and at the time of the filing of the libel 
the ship was not within the territorial 
waters of the United States. 

The District Court held that while the 
strong likelihood is that the United 
States is liable, if at all, only in ac- 
cordance with in rem principles, and 
that the absence of the ship from the 
territorial waters of the United States 
at the time of the filing of the libel 
would be decisive of the whole issue 
and make a long trial unnecessary, it 
would be unwholesome practice to go 
into the question on the basis of affi- 
davits filed by the respondent and that 
it would be perfectly possible when the 
case is reached to try the issue of juris- 
diction first. The exception therefore 
was overruled. The ultimate outcome of 
the litigation, if only in rem _ liability 
can be established, would be another 
matter. Schnell v. United States, 69 F. 
Supp. 877. 


Sweetser Succeeds Chapman 
With Aviation Underwriters 


J. H. Chapman, for the past five years 
Pacific Coast manager of the Associated 
Aviation Underwriters, has resigned his 
position, effective August 1, due to ill 
health and is at his home in Los 
Angeles, convalescing from his illness. 
He has been associated with aviation 
underwriting for thirteen years. Col. 
LL. W. Sweetser, Jr., who held the posi- 
tion from 1913 until his entry into the 
armed services for World War II, will 
succeed Mr. Chapman as Pacific Coast 
manager. The offices will be maintained 
at the same address, 215 W. Seventh 
Street. 





F. A. WING DIES AT 94 

Frederick A. Wing, 94 years old, 
Seattle, Wash., capitalist and pioneer 
in the automobile insurance field in his 
state, died of a heart attack last Satur- 
day. In 1885 he was a general agent of 
the Massachusetts Mutual. Later he 
founded the Automobile Owners Inter 
Insurance Association and the United 
Pacific Casualty. He was a native of 
Ohio. 
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John T. Jones Heads 
U. S. Guarantee Co. 


SUCCEEDS LATE G. H. REANEY 
Directors Elect Nathan Mobley to 
Newly Created Position of Execu- 
tive Vice President 
John T. Jones has been elected presi- 
dent of the United States Guarantee Co. 
of the Chubb & Son Group, to succeed 
the late George H. Reaney and Nathan 
Mobley las been e‘ected executive vice 





JOHN T. 


JONES 


president and a dirctor of the company. 

Announcement of these elections was 
made by Hendon Chubb, chairman of 
the executive committee, following the 
meeting of the board of directors in 
New York, August 11. Mr. Jones was 
senior vice president and director of the 
company and Mr. Mobley was a vice 
president. The office of executive vice 
president, to which Mr. Mobley was 
elected, is newly created. 

John T. Jones Career 

Mr. Jones is a native of Baltimore 
and was educated in the public schools 
there. After a few years in the banking 
business in Baltimore, he joined the 
Aetna Life Affiliated Cos. in their 
Washington, D. C., office, where he 
spent fifteen years. He was manager of 
the Aetna’s Government service bureau 
and in 1921 was appointed manager of 
the Washington branch office. 

While in Washington, Mr. Jones was 
president of the Insurance Club of 
Washington, 1924-1925, and was a mem- 
ber of the Board of Fire Underwriters 
of the District of Columbia. For several 
years he was a trustee of the Insurance 
Federation of America. 

On July 1, 1929, Mr. Jones joined the 
staff of the United States Guarantee, 
first in its office at Chicago. He came 
to the home office in 1932 as vice presi- 
dent and later was elected a director. 


Nathan Mobley 

Mr. Mobley, a native of Reidsville, 
N. C., was graduated from the Univer- 
sity of North Carolina at Chapel Hill 
with an A. B. degree. He entered the 
insurance business in a local agency at 
Charlotte, N. C., following graduation 
and joined the Fidelity & Deposit Co. 
in 1923 as assistant manager of its Char- 
lotte branch office. 

In 1925, he was transferred to Chicago 
where he was made western agency su- 





NATHAN MOBLEY 


pervisor for the F. & D. and in 1928 he 
came to New York as production man- 
ager of the metropolitan department. He 
resigned from the F. & D. in 1929 to 
become assistant secretary of the United 
States Casualty Co., in charge of its fi- 
delity and surety department. Mr. 
Mobley joined the United States Guar- 
antee in 1934 as assistant to the presi- 
dent and was elected vice president in 


1936. 


Petersen To Be U. S. 
Rio Meeting Delegate 


TO GO IN DIEMAND’S PLACE 


Four Others to Meeting of Permanent 
Committee, Hemispheric Conference; 
Kirkpatrick Is Secretary 


V. I. G. Petersen, foreign assistant 
secretary, Insurance Co. of North 
America, will represent President John 
A. Diemand of the North America 
Companies, the United States member, 
at the meeting of the permanent com- 
mittee of the Hemispheric Insurance 
Conference at Rio de Janeiro, Brazil, 
August 18-23. The committee is com- 
prised of one member from each coun- 
try in the Western Hemisphere, ap- 
pointed by the domestic insurance com- 
panies of that country. Mr. Diemand is 
unable to attend the Rio meeting and 
Mr. Petersen will go in his place. 

Other United States insurance execu- 
tives who will attend the meeting are: 
W. Alexander Kerr, foreign manager, 
Liberty Mutual Insurance Co., Boston; 
L. C. Richardson, Jr., secretary, Ameri- 
can International Underwriters Corp., 
New York; F. E. Vincent, marine man- 
ager, American’ Foreign Insurance 
Association, New York; and A. L. Kirk- 
patrick, manager, Insurance Depart- 
ment, Chamber of Commerce of the 
United States, Washington, D. C. Mr. 
Kirkpatrick is secretary of the perma- 
nent committee. 

The permanent committee was cre- 
ated by a resolution adopted by the 
First Hemispheric Insurance Confer- 
ence which met in May, 1946, in New 
York under sponsorship of the Chamber 
of Commerce of the United States and 
the Intér-American Council of Com- 
merce and Production. 

Created Committee 


The First Hemispheric Insurance 
Conference determined that a second 
such conference should be held. It 


created the committee to fix the time 
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PETERSEN 


and place, to plan its agenda, and to 
make recommendations for cooperative 
action and exchange of information 
among the insurance companies of the 
Western Hemisphere. 

Eighteen resolutions were submitted 
by the Chilean delegation to the 1946 
conference but there was not sufficient 
time to study and act upon them. They, 
together with other resolutions, will be 
discussed by the permanent committee 
at Rio and recommendations will be 
formulated to be submitted to the full 
conference at its second plenary session 
probably in 1948 or 1949, 

The first session on Monday, August 
18, will be called to order by Mr. Kirk- 
patrick and a permanent chairman wil 
be elected then. 

Will Consider Agenda 

The second session, the following 
day, wil receive invitations from sev- 
eral countries for the second Hemis- 
pheric Insurance Conference, determine 
the date and place for it and consider 
an agenda for it. At this session, an 
insurance education program will in- 
clude the following subjects: Education 
to develop foresight; Hemispheric In- 
surance Day; university teaching of in- 
surance; technical insurance  publica- 
tions; popularizing of fire insurance; 
exchanging students or employes among 
the insurance companies of the various 
countries of the Western Hemisphere; 
Hemispheric Insurance Congresses or 
Conferences to be held at regular inter- 
vals. Of these topics, the exchange 0! 
students or employes was suggested by 
the United States member and_ the 
others were submitted by the Chilean 
delegation at the First Hemispheric 
Conference. 

At the third session, the following 


technical and economic subject all 
submitted by the Chilean deleyation, 
will be discussed: fire prevention; pre- 
vention of work accidents; life insur- 
ance as an efficient collaborato: the 
social function of the state; interchange 
among corporative insurance b s ol 
practical wisdom gained by exper ence; 
guarantees of freedom in the de. clop- 
ment of private initiative in the d of 
insurance (this resolution was a ved 
by the conference); valuation « sks- 
standard mortality table for An a. 
Legal Subjects 

At the fourth session, August the 
agenda includes the followin: egal 
subjects also introduced by the ean 
delegation: uniform contractua! \sur- 
ance legislation in the Ameri Re- 
publics; uniform wording of t! COv- 
erage conditions of specific float and 
open policies on marine cargo nd- 
ardization of procedures for rine 
cargo insurance. Another top be 
considered, standardization ol sur- 
ance contracts, was introduced the 
American delegate. 

At the final session, August 21, «der 


(Continued on Page 27) 
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Casualty-Surety Leaders Foresee 
Underwriting Losses for 1947 


Premium Volume Still Soars; Substandard Risks Number One 
Problem; Adequate Rates Imperative; Views on 


Other Timely Topics Expressed 


By JENNIE Suz DANIEL 


It is quite possible that 1f you were to try these six questions on Popeye's two 
prehistoric birds, you might get better answers,” was the response of a company 
officer to a series of questions asked by The Eastern Underwriter of a group of 
casualty and surety company executives, on which to compile a summary of experi- 
ence for the first six months of the year and a preview of things to come. The 
comic strip expert in this office explains that these two birds are known as the 
“yes bird” and the “no bird,” and while the language is different, this response is 
typical: there are “yes” and “no” answers possible for the future situation. In other 
words, nobody wants to make predictions just at this time. 

However, these impressions are drawn from the composite replies: 

Premiums are sharply up and may be expected to continue to rise though not 
with the celerity which characterized the first six months of the year; loss ratios 
show signs of improving but in nowise comparable to the premium volume rise. 

Nobody foresees an underwriting profit for 1947 because of the impact of the 
increased volume on the unearned premium reserve. After that—no prediction. 

The number one problem at the moment is the placing of substandard risks, 
with chief attention on long haul trucking and taxicabs brought into focus by the 
failure of the Keystone Mutual Casualty Co. 

Compensation insurance is wrapped up in the national economy; if inflation 
and unemployment come, compensation writers will be among the first to suffer. 

The primary need is adequate rates in all lines, on both standard and sub- 


standard business. 


The inevitable deduction to be drawn from these responses is that the accent 
is now on underwriting. With the unprecedented conditions in which the companies 
find themselves, due to the necessity of drawing a rein on production in view of 
the obligation for maintaining reserves commensurate with premium volume, pro- 
ducers are hearing another language. The pep talk no longer is “make a production 
home run,” but “hold that line” against more business than their companies can 
comfortably carry and above all, against borderline business which does not carry 


an adequate rate. 
The six questions 


on which these executives expressed their views embraced 


the following: net writings and aggregate loss ratios, particularly on automobile 
lines. for the first six months of the year; should the market for undesirable risks 
be extended through assigned risks and pools; trend in workmen’s compensation; 


the comprehensive personal liability policy and 


the effect of the article by Hubbard 


Hoover in the Saturday Evening Post on the sale of that line; developments in the 
fidelity-surety field; outlook for the last six months of the year. 








IN et Writings-Loss Ratios 


Replies to the question as to net writ- 
ings for the first six months of 1947 as 
compared with the first six months of 
1946 invariably indicate a substantial 
increase, with only the percentages 
varying. The percentage increases range 
from 20% to 45%, with the majority 
around 40%. 

Responses as to loss ratios are by no 
mears unanimous, but they indicate a 
downward trend in loss ratios. “The loss 
tatic shows a substantial improvement 
bein. approximately five points lower 
for ihe same period of last year al- 
thouch it is still above normal,” says 
one -xecutive. “In this connection, how- 
ever, it may be interesting to note that 
prac‘ically all of the loss for the first 
hali of the year was incurred during 
the ‘irst quarter; the second quarter 
has been breaking at least even.” “The 
loss ratios for the respective periods 
wer’ approximately the same, indicat- 
ing on underwriting loss during both 
peri ds,” says another. “The aggregate 
loss ratio on an earned and incurred 
basi. is slightly down,” another execu- 
tive says. Another one reports loss 
Tati on entire business as about two 
Poin's higher this year. Over-all earned- 
Incu'-ed loss ratio decreased three 
poir one company reports. 

_ Inflation Affects Settlement 

Frm the executive of a reinsurance 
com; ny comes the following summary: 
S ratio is up. There ought to be 
some improvement in the last six 
Monts, due to the effect of increased 
However, for the reinsurance 





companies, we believe there won't be 
a lot of immediate relief, since the 
severity of accidents in which we are 
interested seems to be as high as ever. 
The economic inflation that we hear so 
much about has definitely affected loss 
settlements. A sixty-cent dollar pro- 
duces higher jury verdicts than a one 
hundred-cent dollar. The inflation factor 
is not distinctly and separately repre- 
sented as a factor in the recent rate 
increases.” 


Auto B. I. and P. D. 


While a number of executives are 
optimistic about the automobile bodily 
injury and property damage situation 
on account of rate increases, the ex- 
perience, particularly in property dam- 
age can be summed up as bad, and 
doubt is expressed that rates have been 
increased sufficiently. 

“The loss trend in automobile casu- 
alty lines does not seem to be showing 
improvement,” says one executive. An- 
other one, reporting net premiums up 
and loss ratios down, says: “What the 
future may bring forth, in these uncer- 
tain times, is most difficult to state, but 
I still believe we need increased rates 
in order that we may be certain just 
to break even on these various lines of 
business.” 

Premium Writings Up 

One company officer reports automo- 
bile B. I. premium writings up 18% and 
P. D. writings up 38% with 1947 loss 
ratios better, being six percentage points 
less on B. I. and two percentage points 
less on the P. D. line. “This means,” 
he said, “that both lines are still run- 











ning at a substantial underwriting loss 
and the indications are that the prevail- 
ing rate will, prove inadequate unless 
the claims experience improves in the 
future. It is a source of concern that 
our average cost per bodily injury claim 
was 11% higher and our average cost 
per automobile property damage claim 
23% higher than during the first six 
months of 1946. 

“Indications point to a further in- 
crease in over-all premium writings and 
automobile bodily injury and automobile 
property damage writings for the re- 
mainder of the year. We are not too 
hopeful of an improvement in loss ratios.” 

“Our automobile loss ratios are quite 
a bit lower than they were a year ago 
but they are still unprofitable,” says an 
executive. “I rather think our automo- 
bile experience will continue to look 
better because of rate increases but I 
doubt that it will show a profit by the 
end of 1947.” 

The following quotations give a clear 
picture of the views of some executives 
on this major problem: 


Increases Not Adequate 


“Naturally automobile writings have 
increased considerably. Bodily injury 
claims, I believe, show an improvement, 
but property damage loss ratio is still 
bad, due to the inability to get parts 
and labor costs. Automobile casualty 
lines should show an improvement due 
to the rate increases, which even now 
are not adequate.” 

“Automobile bodily injury is coming 
more nearly into line but automobile 
property damage still is definitely on 
the loss side. If the indications of the 
last two or three months are accurate, 
it would appear that the benefit of the 
new rates under present conditions 
should cause further improvement for 
the last half of 1947. It still is a little 
uncertain, however, and we must re- 
member that fall and winter are always 
the worst seasons for accidents as the 
courts are open, lawyers are on the job, 
there is more driving of commercial 
vehicles for business, etc., so I would 
hesitate to predict that the last half of 
the year will be profitable but I do not 
anticipate that it will be as bad as the 
first half.” 

“Assuming that there will be no radi- 
cal change in general business condi- 
tions during the remainder of this year, 
we anticipate that there will be no ma- 
terial change in the premiums written 
increase percentages because of the 
financial responsibility laws which be- 
come effective in several states in the 
last half of this year and rate increases 
in certain lines as well as modification 
of restrictions on construction opera- 
tions. Because of rate increases there 
may be some further slight decreases 
in loss ratios at the end of the year 
as compared with the six months’ figures. 
We have seen no signs of improvement 
in either frequency or severity of auto- 
mobile casualty claims.” 


Loss Ratios Improve 


“For automobile property damage the 
increase is approximately 56%. For both 
bodily injury and property damage lia- 
bility the loss ratios for the first six 
months show an improvement over the 
loss ratios for the corresponding period 
a year ago. A greater increase in prop- 
erty damage lines is to be expected, 
since the rate increases for that form 
of coverage have been much greater 
than in bodily injury liability. For that 
same reason, the property damage loss 
ratio shows a greater improvement than 
does the bodily injury liability loss ratio. 
However, while both these loss ratios 
show improvement over a year ago, still 
further improvement is going to be 
necessary before the lines will show 
a profit, and the property damage lines 
still show a loss ratio substantially 
greater than that for bodily injury. 

“Tt is to be expected that the loss 
ratios for the automobile lines will show 
improvement and they should continue 
to show improvement during the bal- 
ance of the year. I see no prospect of 
there being sufficient improvement in 
the property damage line to bring that 
business out of the red this year. I 











continued 


anticipate a 
mium volume, but expect that the in- 


growth in pre- 


crease in writings during the last. six 
months of the year will not be con- 
tinued at the rate of increase shown 
for the first six months.” 


| Substandard Risks 


The question of a wider market for 
substandard risks brings three distinct 
schools of thought: one, that the re- 
sponsibility lies with substandard risks 
to make themselves standard; another, 
that the industry must provide the mar 
ket through the extension of assigned 
risk plans or other pool arrangements, 
and the third, that the companies al 
ready are providing that market. On 
one point there is unanimity: if these 
risks are to be written, they must carry 
a rate commensurate with their records. 

Illustrative of the thinking that the 
burden is on the risks themselves is the 
following: 











“I do not know of any steps to be 
taken to provide wider markets for poor 
casualty risks. Personally, I am opposed 
to letting badly managed companies 
write at cut rates, pay excess commis- 
sions, operate on low standards of un- 
derwriting and then be bailed out by 
sound companies. If a risk is substand- 
ard, it should be brought up to proper 
standards or not written.” 


Must Get Proper Rates 


The three following quotations bring 
out the thought that the undesirable 
risks should be taken care of through 
pool arrangements, with emphasis on 
the necessity for proper rates for such 
risks: 

“I believe the first thing to do as re- 
spects your second question is to get 
proper rates. Assuming proper rates, at 
least for the average risk, the solution 
for risks which are much worse than 
the average must still lie in pools or 
assigned risk plans rather than in lib- 
eralized underwriting. Since insurance is 
charged with a public interest, there is 
a duty on the industry to supply cover- 
age for everybody rightfully entitled to 
it. It sometimes is difficult to determine 
just who is thus ‘rightfully entitled to it.’ 
A great deal has been done in the past 
through pools and assigned risk plans 
and I think a great deal more in the 
future may, likewise, be done.” 

“Committees have been formed to 
consider questions pertaining to widen- 
ing of markets for less attractive risks 
through liberalization of underwriting 
and the extension and revision of pools 
and assigned risk plans. Reports of in- 
vestigations and action to be taken can- 
not be fully anticipated at this time. 
Failure of certain companies which spe- 
cialized in extra-hazardous risks, more 
careful underwriting necessitated by 
mounting losses, and uncertainty as to 
the adequacy of premium rates have 
greatly complicated the whole situation. 

“It is essential that proper etfort be 
made to distribute the less desirable 
risks equitably so that the burden may 
fall less heavily on all and not too 
heavily on a few companies. It would 
also appear proper to provide for in- 
creased premium charges commensurate 
with more hazardous exposures or 
costly claims experience. Then, too, and 
especially in the automobile field, if the 
public is to be better protected we must 
have, along with increased insurance 
facilities, an enforcement of law which 
will punish and eliminate risks which 
do not meet standards established in 
the public interest. 

“It has often been suggested that as- 
signed risk plans be simplified to facili- 
tate the handling of assigned risks. On 
the other hand, there are many who be- 
lieve that the delay and inconvenience 
frquently serve to make the applicant a 
better risk than he would otherwise be.” 

Wider Market Necessary 

“We believe that a wider market is 

necessary for casualty risks, but under- 


writing should not be liberalized. The 
risks of known hazard should be han- 


Page 26 






UNDERWRITER 








August 15, 947 








dled, if possible, through pools such as 
assigned risk plans. These assigned risk 
plans should be changed, where neces- 
sary, in order to provide at least statu- 
tory coverage for risks that are worthy 
of insurance. For instance, assigned risk 
plans should be authorized to increase 
the standard rate as may be necessary 
according to circunistances. Some risks 
are practically uninsurable, but if Gov- 
ernment regulations require a statutory 
policy, the pool should be permitted to 
charge two or three times, if necessary, 
the standard premium, in order to serv- 
ice such questionable risks.” 

Subjoined are illuminating replies as 
to what the industry has done and is 
doing by way of absorbing these risks: 

“1 do not know that there are any 
particular moves that need be taken at 
the present time to provide a wider 
market for casualty risks. We have 
heard a great deal lately about tighten- 
ing of the market but when we have 
investigated we have found that the old 
line companies, generally speaking, 
have been providing as wide or even 
a wider market than they had in the 
past. 

“A great deal of the trouble has been 
caused by companies, writing at re- 
duced rates or under special plans, etc., 
finding that they had to abandon these 
deviations, thereby throwing a _ good 
deal of the business into the market, 
which was pretty hard for the rest of 
the business to absorb. This is a natural 
condition but, of course, causes con- 
fusion when it occurs. The industry as 
a whole, however, is absorbing this 
business at proper rates and under 
proper conditions. While it is quite pos- 
sible that we may need extension of 
the assigned risk plans and possibly in 
the future the formation of some new 
pools, I do not believe it is as acute 
as all the excitement in the past few 
months might lead us to suppose.” 

Uninformed Comment 

“There has been a great deal of unin- 
formed comment with reference to the 
necessity for a wider market for less 
attractive risks with particular reference 
to taxicab, buses and long-haul trucking 
lines. The failure of the Keystone 
dumped a large volume of this business 
onto the market over night and appar- 
ently some other carriers have been 
pruning off some of this class of busi- 
ness which has been unprofitable to 
them. There is no question but that 
those risks which are in good faith en- 
titled to insurance and are unable to 
should be af- 


secure it for themselves 

forded a market. Many risks of this 
type have been reluctant to pay pre- 
miums which the established carriers 
have quoted as necessary to insure 
these risks. Instead these risks have 


sought insurance at the lowest possible 
price in whatever market it could be 
found. Failure of the Keystone has once 
more demonstrated that insurance pur- 
chased at inadequate rates is no insur- 
ance at all. It is natural that assureds 
who have heretofore been purchasing 
insurance at inadequate premiums are 
reluctant to pay the substantially in- 
creased premiums which are required to 
afford sound insurance against the haz- 
ards involved. However, there is no 
other course of action. Any class of 
business must be written at rates which, 
over a reasonable period of time, are 
adequate to carry the risk. Failure to 
do so, of necessity, must result either 
in discontinuing writing the business or 
in failure of the carriers. 

“In a number of instances, the diffi- 
culiy is not a lack of a market, but 
refusal to pay an adequate premium. 
Where a_ risk had difficulty in 
securing insurance, a market already 
exists through the medium of assigned 
risk plans. In some states in which such 
plans have not been in existence and 
where a need for them has arisen, steps 
have been taken to put those plans into 
effect promptly. Very recently such ac- 


has 


tion was taken in North Carolina, 
Rhode Island and West Virginia. I 
anticipate that similar action will be 


taken in any other state in which there 
is need for such a plan.” 
subject is 


“This whole now being 


studied by a committee of the Associa- 
tion of Casualty & Surety Companies. 
There is considerable evidence that the 
principal problem is not so much the 
lack of a market, but is due to the fact 
that many risks are unwilling or per- 
haps unable to pay what most compa- 
nies consider to be an adequate pre- 
mium. Even in recent months this com- 
pany has had several cases that support 
this statement.” 

“My office has always taken a liberal 
attitude in underwriting business sub- 
mitted by our own production organiza- 
tion. This has always been the policy 
of our company. Assigned risk pool has 
always functioned satisfactorily until re- 
cently when the Keystone encountered 
financial difficulties, which trouble im- 
mediately swamped that organization 
with lines that had to be protected in 
order to operate. I believe they now 
have the situation in hand and can now 
function as satisfactorily as they have 
in the past.” 

One of the most notable executives 
injects the following idea with respect 
to horizontal and vertical underwriting: 

“The difficulty at the moment in plac- 
ing less attractive casualty risks and 
likewise less attractive fire’ risks is due 
to the fact that most of our companies 
during the past have indulged in hori- 
zontal underwriting. By that I mean 
that they are wrapping an account up 
in a package with little thought to the 
rate applicable to each hazard. For in- 
stance, it has been common practice to 
take a very attractive casualty line that 
is tied up with a very unfavorable fire 
line. If our underwriters would adhere 
strictly to vertical underwriting, that is, 
if they would make each class stand on 
its own base, we would not be having 
trouble in handling these risks. One 
more factor which is of great import- 
ance—our rate situation is so rigid that 
the underwriters are unable to handle 
a risks on a satisfactory 
dasis. 





Compensation Insurance 








_Most of the executives have their 
fingers crossed with respect to work- 
men’s compensation trends. They want 
to think that the favorable experience 
will continue, but not one of them will 


make predictions for any appreciable 
time ahead. The bogey of inflation, 
unemployment, strikes and_ generally 


upset economic conditions stares them 
in the face. They are confident that if 
present conditions of employment con- 
tinue and it is possible to obtain suffi- 
cient rate increases to keep pace with 
the liberalized benefits granted by the 
states, experience should continue favor- 
able. But they know from past experi- 
ence that unemployment brings reopened 
claims, malingering and decrease in 
audit premiums. 

Some of the responses on this ques- 
tion follow: 

“While I would like to hope that the 
present favorable trend in workmen’s 
compensation insurance will continue, I 
find it hard to believe that with present 
upset labor conditions and the virtual 
certainty of some recession in business 
conditions, compensation will not be at 
least a dangerous line in the near future. 
I have confidence that over the long 
pull it will be and can be, made satis- 
factory, particularly if we can obtain a 
general approval by the Insurance De- 
partments of retrospective rating plans 
based on graded costs but, as mentioned 
before, I am afraid that the loss ratio 
in the near future is likely to take an 
upward trend although I hope this does 
not turn out to be the case.” 

Sees No Underwriting Profit 

“I think it is rather difficult to view 
the future of workmen’s compensation 
from the standpoint of underwriting 
profit with any degree of optimism, 
largely due to the low level to which 
rates have been reduced over a period 
of years compared, however, with the 
continually rising level of benefits.” 

“The trend in workmen’s compensa- 
tion will probably continue so long as 
we have practically full employment. An 


adverse trend can readily develop with 
a sudden fall in employment. In New 
York State, certain recent rulings have 
caused considerable concern among com- 
pensation carriers, as they have in- 
creased the cost of accidents beyond 
what was ever contemplated.” 

“The trend in the workmen’s compen- 
sation line will, in my opinion, continue 
favorable so long as we have full em- 
ployment at substantial wages. A sub- 
stantial percentage of our present em- 
ployment is due to our tremendous ex- 
port business. Should our volume of 
business drop, together with an increase 
in unemployment, compensation loss 
ratios, in my opinion, will rise.” 


etl CPL Insurance | 


As is often the case with opinions of 
the Supreme Court of the United 
States, a dissenting opinion on the ef- 
fect of the Hubbard Hoover SEP ar- 
ticle on the sale of the comprehensive 
personal liability policy has more flavor 
than the otherwise unanimous favorable 
reaction to it. 

“It is our thought,” says this dissent- 
ing opinion, “that the Hubbard Hoover 
article in the Saturday Evening Post 
was ill-advised. Juries have enough in- 
nate ideas of high verdicts without 
needling them. It makes good publicity 
but additional business developed by 
such tactics is apt to be of poor 
quality.” 

One leader thinks that the accent on 
the value of the Hoover article has 
been misplaced; that its worth lies not 
just on production of business “but 
rather on bringing before the public 
certain simple truths about the business, 
the hazards to which they were sub- 
jecting themselves and the position of 
the stock companies. While undoubtedly 
it did stimulate the sale of various forms 
of liability insurance, particularly the 
policy which he described, I would guess 
that if it were reduced to dollars and 
cents, the amount would not be large 
compared to the very large volume of 
casualty insurance written; so that I 
think the stress should be laid on the 
public relations value of the article 
rather than the premium produced. I 
thought it a very well written, timely 
and valuable contribution to our indus- 
try: 

Three-Year Policies Increase 

Few of the executives are able at 
this time to give figures as to the num- 
ber of comprehensive personal liability 
policies sold by their companies this 
year. They do, however, know that the 
number of three-year policies and the 








number issued in amounts exceeding 
the standard limits also are on the 
increase. 


For example, in the case of a com- 
pany which sold close to 2,000 CPL 
policies in the six months’ period, ap- 
proximately 80% are issued on a three- 
year basis and only 20% on an annual 
basis while approximately 25% are is- 
sued in amounts over the standard lim- 
its. “This percentage,” an officer of the 
company says, “has increased very 
sharply since the first of the year. 
During recent months there has been 
a markedly increased tendency for poli- 
cies to be issued in amounts over the 
standard limit.” 

On this business, the loss ratio for 
the first half of the year is 09.2% on 
the basis of losses and allocated claim 
expenses incurred to premiums written 
and inasmuch as this company’s 1947 
volume is so much larger than the cor- 
responding 1946 volume, the earned pre- 
mium loss ratio would probably be in 
the neighborhood of 25% or 30% instead 
of 09.2%. 

Above Standard Limits 

It is the consensus that the sale of 
three-year CPL policies is on the in- 
crease, that the trend is definitely to- 
ward sale of policies above standard 
limits and that to date, experience is 
satisfactory. Opinion varies as to whether 
or not the sale of this line has had any 
special bearing on the sale of other 
lines. One executive believes that the 
policy itself has focused more attention 


on comprehensive liability i: ice 
generally. 

Another executive writes ti his 
company has sold more than 15, PL 
policies this year and that nun of 
producers have advised his c¢ any 
that many persons who were ted 
for CPL insurance thereby |. -2ne 
“insurance conscious” and came eir 
offices to apply for other clas of 
casualty insurance. He states {! the 
sale of this class has been furthi by 
advertisements and articles publi 1 by 
insurance companies, agents, | ers 


and trade papers. 


| Fidelity-Surety Fiel 








The uncovering of huge fidelity losses 
and the merger of the Towner lating 
Bureau and the Surety Association of 


America are pointed out as the major 
developments in the fidelity and surety 
field. 

“The chief event in the fidelity and 
surety field here to date is, is it not, 
in the uncovering of a number of huge 
fidelity losses emphasizing the import- 
ance of bond coverage for this type of 
loss?” asks one of the outstanding au- 
thorities in the insurance business. An- 
other one expresses the situation: 

“We have observed in recent months 
a disposition on the part of financial 
and business enterprises throughout the 
country to increase substantially the 
fidelity coverage carried on their em- 
ployes. We believe this is due in large 
measure to several recent large and 
spectacular dishonesty losses, which re- 
ceived wide publicity in the public press, 
where through failure to carry adequate 
insurance, losses in sizable amounts had 
to be absorbed by the employers. In our 
judgment these instances have opened 
up to producers excellent opportunities 
for the sale of new fidelity coverages 
and at the same time will convince 
thoughtful business executives of the 
need for carrying such protection in 
adequate amounts.” 

Merger Is Endorsed 


There is unqualified and unanimous 
opinion that the merger of the two 
major organizations will prove a satis- 
factory development and will result in 
greater efficiency. Most of the execu- 
tives expressed themselves through a 
statement to this effect but one execu- 
tive analyzes the Towner Bureau-Surety 
Association merger as follows: 

“I feel very definitely that present 
conditions, brought about by develop- 
ments of the business and particularly 
the legal situation under the new rating 
laws, require that a broadly organized, 
fully equipped rating bureau, taking in 
the functions previously performed_ by 
both these organizations, be in the field 
and that other activities not normally 
those of a rating bureau be handled 
through the Association of Casualty & 
Surety Companies; all of which clianges 
should make for more efficient and 
economical operation.” : 

There is no evidence of any appreci 
able amount of optimism as_ to lost 
trends in this field. One executive says 
“Companies are very actively soliciting 
fidelity lines and in the main this has 
produced considerable new busin 
is believed, however, that the favoral 
loss record now enjoyed will not tor 
long continue.” 

Another one puts it this way: “') the 
fidelity field, there is every indicsfion 
of an adverse loss trend. In the 
field, contract bond business is «ain 
becoming an important factor, bo! 
volume and in loss possibilities.” 





; Sle Months’ Outlook 


While these executives directly 





in- 


directly disclaim any gift of pro (°c! 
or possession of a crystal ball, it 1) ea! 
that the prospect of any undery ‘tins 
profit for 1947 is a none too con cent 
hope—never a prediction. One exe -it'v¢ 
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see small prospects of underwriting 
profit due to the necessity of setting 
up the reserves for the increased volume. 

These significant statements come 
from some of the leading minds in the 
casualty and surety fields: 

‘‘¢ ig my Opinion that the loss ratios 
will be as favorable in the next six 
months, if not a little more so, and that 
the underwriting profit in the casualty 
and surety lines will increase somewhat, 
but we must remember that if there 
is higher increase in volume, even 
though the loss ratios are lower, a 
statutory underwriting loss is inevitable 
becruse of the impact of the increased 
volume on the unearned premium re- 
serve.” 

Anticipate Increased Production 


“! anticipate continued increased pro- 
duction for the balance of the year, but 
ect the rate of increase to be some- 
whe t less than in the first six months. 
a nticipate some further improvement 
in loss ratios since the loss ratios for 
the first six months of this year reflect 
only to a limited extent rate increases 
which have been put into effect in 1946 
and 1947. However, improvement in loss 
ratio does not necessarily mean an un- 
derwriting profit. On some lines of busi- 
ness, such as automobile property dam- 
age, a substantial improvement in loss 
ratio would still leave the line in the 
red. I have no crystal ball, so 1 am not 
attempting to forecast the extent of any 
underwriting profit or loss for the year 
1947. I am hopeful, however, that the 
year will show aggregate underwriting 
results for all lines which are much 
more favorable than those shown for 
1946 despite the increased expenses 
which are being encountered. | hope 
the aggregate figure will show an un- 
derwriting profit, however modest it 
may be.” 

“In your sixth question, in which you 
want prophecy, times are too doubtful 
to be certain. There is no doubt in my 
mind, however, that business. will be 
plentiful. Just how good that business 
all will be is a doubtful question. If we 
get increased rates, we should be able 
to show improvements in loss ratios.” 

“Production is no problem for the 
balance of 1947, as most of the compa- 
nies are running away from additional 
business. Loss ratios we feel will show 
little profit. The increased volume of 
business will also adversely affect un- 
derwriting operations, and those compa- 
nies having a substantial investment 
portfolio in equities are quite apt to 
be squeezed by the year-end.” 


Losses on Increase 


“Based on our experience to June 30, 
for the next six months we anticipate 
a slight increase in premium volume. 
Losses are definitely on the increase 
both in frequency and amount, and ex- 
peises are running slightly higher, all 
of which indicates a smaller margin of 
underwriting profit in the casualty and 
surety lines which we write.” 

‘Generally speaking, I think that 
those companies which keep their loss 
reserves up will show an underwriting 
loss for 1947. They should all show a 
heavy increase in premium income.” 

“bor the industry as a whole for the 
next six months, it is our opinion that 
the written premiums will show approx- 
mately the same increase as compared 
wii the last six months of 1946 as was 
shown for the first six months of 1947, 
that the earned incurred loss ratios may 
be more favorable than for the last six 
months of 1946. Whether for all com- 
arcs combined an underwriting profit 
Wi result is doubtful in our opinion.’ 

is safe to predict that there will 
be further increase during the next 
Six months in premium volume. It is 
hop-d that there will be an improve- 
Mert in the underwriting experience 
an: particularly in the automobile bodily 
injury and property damage lines.” 





El JREKA CASUALTY CHANGES 


‘he Eureka Casualty Co. announces 
removal of its underwriting and claims 
ark Place, Newark, N. J. 


Ollices to 60 


Ralph Reed Wolfe Dies 
After Long Illness 


POPULAR INSURANCE’ EDITOR 





Casualty & Surety Journal Editor, 63, 
Long in Newspaper Business; With 
Spectator and Other Papers 





Ralph Reed Wolfe, 63, managing editor 
of the Casualty & Surety Journal, pub- 
lished by the Association of Casualty & 
Surety Companies, died August 10 at the 
home of his niece, Mrs. Marjorie W. 
Gagnon at Plandome, Long Island, after 
an illness of several months. 

Mr. Wolfe was born at Williamsport, 
Pa., and was graduated from Bulkeley 
Schooi, New London, Conn., and from 
Trinity College, Hartford, where he was 
a member of the Alpha Delta Phi fra- 
ternity. Immediately upon his graduation 
in 1908, he joined the staff of the Hart- 
ford Courant. He was chief editorial 
writer under the editorship of Charles 
Hopkins Clark. When the Courant be- 
gan publishing a Sunday paper in 1913, 
he was named its first Sunday editor. 

Mr. Wolfe came to New York in 1926 
as vice president of Herbert Clough, Inc., 
a reinsurance firm, and the next year 
he joined the staff of the Spectator. He 
resigned after a short time to take an 
extended European tour which lasted 
about a year and in 1929 returned to the 
Spectator as field editor. He remained 


with that publication until 1934, when 
he joined the advertising department of 
the Royal Insurance Co. Next he served 
for a short time as associate editor of 
the Insurance Field. 


First Joins Association 


In 1936, Mr. Wolfe first joined the 
Association of Casualty & Surety Com- 
panies, then the Association of Casualty 
& Surety Executives in the legislative 
division. He continued there until 
1943 when he became associate editor 
of the Southwest Insurer, at Dallas, Tex. 
In August, 1944, he returned to the asso- 
ciation as assistant editor of the Casualty 
& Surety Journal. He was placed in 
charge of all production details and he 
also did considerable writing for it. 
He was promoted to the position of man- 
aging editor in September, 1945. 

With his fine background of experience 
in daily newspaper work and in the 
insurance newspaper field, Mr. Wolfe 
wrote engagingly as well as with author- 
ity. A typical newspaper man, he was 
particularly popular with other trade 
paper editors and reporters who liked 
him personally and admired his work. 
His contributions to insurance news- 
paper work have been outst inding, and 
whenever the so-called “working press” 
gets together, Ralph Reed Wolfe will be 
missed. 

Mr. Wolfe was never married. He is 
survived by his brother, Owens Cooper 
Wolfe of New London, Conn., and his 
niece, from whose home funeral services 
were held August 12. 
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This gentleman, a “guest” of the state, is about the only type 
you can eliminate as a prospect for Comprehensive Personal 
Liability Insurance. Everyone else does need personal liability 
protection — can afford its small cost — and will buy if you 
suggest it. Only a fraction of the families in the U. S. have 
the Comprehensive Policy, so the field is wide open. It’s an 
easy contract to sell, especially now when summertime sports 
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Rio Delegation 
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the title, interchange of assistance, two 
subjects introduced by the Chilean dele- 
gation to be considered are: reinsurance 
interchange within the hemisphere and 
Inter-American pool for personal acci- 
dent aviation insurance. The other two 
subjects, insurance problems of inter- 
national airlines and insurance problems 
of international automobile tourists, 
came from the American delegate. 
Objectives of Conference 


The broad objectives of the Hemis- 
pheric Insurance Conference are as 
follows: 

Appraisal of the importance of insur 
ance in domestic and Inter-American 
trade and its part as an economic fac- 
tor in raising the standard of living 
throughout the hemisphere. 

To consider the record and oppor- 
tunities of insurance under the free 
enterprise system. 

Interchange of ideas and informa- 
tion on the regulation of insurance busi- 
ness in each country of the hemisphere 
by: a. internal self-regulation, b. regu- 
lation by Government. 

Keeping insurance abreast of chang- 
ing needs of insurance buyers: a. cov- 
erages, b. loss prevention methods, 
c. loss adjustment practices. 

Increased interchange of reinsurance 
between the companies throughout the 
hemisphere. 

Exchange of ideas in insurance and 
business development methods in each 
country, 





Reginald G. Moss Recovers 

Reginald G. Moss, Pacific Coast man- 
ager of the Association of Casualty & 
Surety Companies since the establish- 
ment of that office, has returned to his 
office duties following a serious illness 
and recent surgical operation at Alta 
Bates Hospital, Berkeley, Cal. Mr. Moss 
will leave this week for a short vacation 
at Lake Tahoe for further recuperation 
before resuming his full-time duties. 


Expect ichandven on Visit 


Frederick Richardson, 
the board of the General Accident Fire 
& Life Assurance Corp. of Perth, Scot- 
land, is expected to make a visit of 
several weeks in the United States this 
fall. Mr. Richardson was United States 
manager of the company for a number 
of years and was one of the outstanding 
insurance executives in this country, 


chairman of 
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Hayes, Successful Life Agent, ‘Tells 
Accident Account Value to Life Man 


Sadler Hayes, well-known New 
arti le “Your Most Valuable y Isset,” 
official house gr of the 
of the value Oo] 
Hlayes is with the Carr 
is a life member 7 the 
business 1s written in the 


Million Dollar 
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Matar 
SADLER 


HAYES 


I have always sold and been a great 
believer in personal accident insurance. 
Within the last 60 days, I have had four 
very serious claims—one already amount- 
ing to $1,500. And I know that when I 
settle these claims they build a tremend- 


ous amount of prestige for me in my 
insurance underwriting. 

Most every month some fellow pro- 
ducer says to me, “Sadler, how about 


having luncheon with me next week and 
telling me how you sell so much acci- 


dent insurance.” 
Well, I don’t believe you learn to sell 
accident insurance in one easy lesson. 


But here is pretty much the way I sell 
accident insurance: 


Three Greatest Hazards 


The three most hazardous things that 
we encounter in our every day life are 
death, total and permanent disability and 
dependent old age—and certainly I feel 
that the second item is of as much im- 
portance as either of the other two. 

In selling accident insurance—you have 
to demonstrate as you talk. Simple word 
of mouth conveyance is not enough—you 
have to show a man in black and white 
why this policy will solve a need. 

I demonstrate this on a card to my 
prospective buyer and show him in actual 
figures the amount of money for which 
the company is liable for his medical ex- 
penses and weekly indemnity—in the 
event he is disabled, not only for one 
week or one year, but for his entire life- 
time—and there are many cases of life 
disabilities on insurance companies’ books 
today. 


Likes Schedule Indemnity 


In accident underwriting I like the 
schedule indemnity policies (which elimi- 
nate the partial disability element) and 
of course the double indemnity benefit 
in the event of a public conveyance ac- 
cident. 

My reason for doing this I think is 
perfectly logical. It doesn’t make any 
difference whether a man is injured in 
his home or on a street car. If he 
needs $50 a week disability, he needs it 


regardless of how he meets with an 
accident. 
Partial disability has always been 


It sometimes 


pretty much a_ bugaboo. 


York City life 
published in the . 
Maryland Casualty Co., which is a practical demonstration 
a ‘ rsonal accident account to the 
R. Purser agency of the 
Round Table. 
Maryland Casualty Co. Mr. 


is author of an 
Marylander,” 


insurance man, 
Presi issue of “The 


successful life insurance agent. Mr. 
Penn Mutual Life in New York and 
Ilis personal accident insurance 
Hayes’ article follows in full: 


causes litigation and hard feelings, and 
in my 16 years of experience, I can’t re- 
member a single partial disability that 
even approached a serious loss. 


Value of Account 
When I sit 


down and analyze my 
yearly activity, | realize more and more 
the great value of an accident insurance 
account. I believe that a $20,000 premium 
accident account is worth a million dol- 
lars of life production in any man’s mar- 
ket. 

An accident contract is easy to sell. It 
isn’t only easy to sell but it is important 
to your client that you sell at. 


F. & D. CHANGES IN FIELD 


Taylor Goes to Richmond, Martin to 
New Orleans; Carlson and Mc- 
Carthy Named in Los Angeles 


Joseph M. Taylor, formerly special 
agent in New Orleans for the Fidelity 
& Deposit Co. and its affiliate, the 


has been trans- 
the same 


American Bonding Co., 
ferred to Richmond, Va. in 
capacity. 

William J. 
agent in Boston, 
to New Orleans. 

Now undergoing preliminary training 
in the offices indicated for positions as 
special agents are: Paul R. Twohig, 
Cincinnati; Richard E. Hawkins, Los 
Angeles; Huffman Walker, Oklahoma 
City; Charles A. Schewe, Pittsburgh; 
Max D. Scott, Dallas; Raymond G. 
Sinclair and Edward J. Hardiman, Phila- 
delphia. 


Martin, 
has been 


formerly special 
transferred 


Robert C. Carlson and Justin Mc- 
Carthy have joined the F. & D.’s Los 


Angeles office in the respective capaci- 
ties of assistant manager, judicial de- 
partment, and underwriter. 


PUBLIC RELATIONS IN IOWA 





Companies and Agents in Campaign to 
Inform Public on Provisions of 
Auto Responsibility Law 
An extensive public relations program 
is being carried out in Iowa through the 
cooperation of insurance companies and 
agents in connection with the financial 
responsibility law which becomes effec- 

tive in the state on October 1. 

The campaign is designed to inform 
the public that the law is not a com- 
pulsory financial responsibility law and 
not engineered through the legislature 
by the insurance companies. 

The insurance companies and agencies 
contributed funds to establish a public- 
ity campaign to aid in getting this in- 
formation over to the public. A Des 
Moines advertising agency is handling 
the campaign. 

All insurance companies and agencies 
have agreed to withhold their advertis- 
ing programs until the state department 
of public safety has carried out its cam- 
paign to instruct the public on the new 
law. Speakers will appear and explain 
the law in all of the ninety-nine coun- 
ties in the state. 

One of the publicity folders prepared 
for distribution carries the slogan “an 
old responsibility becomes a new law.” 
The folders also explain the details of 
the law. 


Mary Donlon Critical 
Of Insurance Carriers 


MAKES GLENS FALLS ADDRESS 
Says Compensation Payments Have 
Improved But Performance Con- 
tinues Unsatisfactory in N. Y. 
Employers in New York State pay 
annually $125,000,000 in workmen’s com- 





pensation insurance premiums, Mary 
Donlon, chairman of the State Work- 
men’s Compensation Board, told mem- 


bers of the Glens Falls Rotary Club 
August 7. Miss Donlon pointed out that 
this high premium cost buys compen- 
sation protection for approximately two- 
thirds of New York State workers, The 
remaining one-third are in the employ 
of self-insured employers. 

“From the beginning of workmen’s 
compensation in 1913” Miss Donlon 
said, “New York State has recognized 
insurance through stock and mutual 
companies as an acceptable method for 
employers to provide for the payment 
of workmen’s compensation benefits to 
disabled employes. This is a_ privilege 
that insurance companies do not enjoy 
in some of the states. It is a privilege 
that carries a corollary obligation of 
satisfactory carrier performance in the 
responsibilities to disabled workers as- 
sumed in the insurance contract. 

“Prompt payment of claims within the 
required statutory period is an essential 
of good carrier performance. Yet it is 
the unfortunate fact that in 1946 car- 
riers made first payments of workmen’s 
compensation benefits to disabled work- 
ers within eighteen days after disability 
in something less than two-thirds of 
their non-controverted claims. Payment 
is bound to be late in claims that are 
genuinely subject to controversy, but 
there seems to be no excuse for late 
payment of claims that are not and 
should not be controverted. The figure 
stated, namely, less than 65% of first 
payments made on time, relates only 
to non-controverted claims. That per- 
formance is not nearly good enough.” 

Carrier Performance Better 

According to Miss Donlon, “carrier 
performance is better than formerly as 
to the percentage of compensable claims 
paid without controversy. Performance 
continues unsatisfactory, and actually 
seems to be deteriorating, with respect 
to prompt filing of accident reports. 
While the obligation to file accident 
report rests on the employer, and not 
on the carrier, the most frequent excuse 
of insured employers when penalized 
for their late filing of accident reports, 
is that their carrier has directed them 
to send their accident reports to it, 
rather than to the Workmen’s Compen- 
sation Board. 

“If home office executives would 
stress prompt and satisfactory claims 
service as vigorously as they usually 
stress business promotion, much cur- 
rent criticism of carriers would be ob- 
viated, and sound insurance would be 
more universally acclaimed as an ac- 
ceptable method of paying workmen’s 
compensation claims.” 





Southern General New 


Company in New Orleans 
The Southern General Insurance 
Corp., is being organized at New 
Orleans with a proposed capital of $200,- 
000 and proposed surplus of $50,000. It 
will write public liability and property 
damage insurance on private and com- 
mercial vehicles. At its inception the 
company will operate in Louisiana only 
and the greater portion of any and all 
risks will be reinsured. Moving spirit 
behind the organization is Charles P. 
Carriere, Jr., well known New Orleans 
insurance man. 


SLICKIS GOES TO FLA. OFFICE 

John V. Slickis has» been transferred 
from the claim department of the De- 
troit branch of Standard of Detroit 
Group to the group’s claim office at 
Lakeland, Fla. 
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DESIGNEES FOR CPCU AWARDS 





Dean Loman to Confer Designations, 
Kingsbury to Preside at Eastern 
Chapter Luncheon in New York 
The eastern chapter of the Society of 
Chartered Property Casualty Under- 
writers will honor the 1947 CPCU de- 
signees from this area at a luncheon to 
be held at the Hotel Pennsylvania, New 

York City, November 6. 


Dr. Harry J. Loman, 
American Institute for Property & 
Liability Underwriters, will confer the 
designations and Edward H. Kingsbury, 
assistant director of education, Royal- 
Liverpool Group, president of the chap- 
ter, will preside. 

The eastern division of the organiza- 
tion comprises the New England states, 
New York and New Jersey. Following 
are the designees who will receive the 
awards at the New York meeting: 


Leon M. Constant, account super- 
visor and special risk consultant, Rollins 
Burdick Hunter Co. New York; Ber- 
nard John Daenzer, superintendent ot 
agencies, Security of New Haven Group, 
New Haven, Conn.; Raymond B. Duguid, 
resident secretary, American Mutual 
Liability Insurance Co, and allied com- 
panies, Verona, N. J.; J. George Kaplan, 
broker, Forman & Kaplan, New York; 


dean of the 


Elizabeth McCain, assistant to under- 
writer, Aetna Casualty & Surety Co., 
Hartford. 

Also, Deane Whitney Merrill, Thoms, 
Merrill & Co., Newark; Donald G. 
Miller, agency superintendent, Preferred 
Accident Insurance Co., New York; 
Frank L. Oakes, Jr., assistant under- 


writer, Aetna Casualty & Surety (0. 
Hartford; Clyde W. Quick, superinten- 
dent, bonding department, Aetna © & 
S.., Newark; Walter Strauss, special 
agent, Royal-Liverpool Group, cw 
York; John W. Watson, broker, Herbert 
L. Jamison & Co., New York. 





Fred G. Schaefer Passes 


Fred G. Schaefer, a prominent inst 
ance producer and a life long resid t 
Pittsburgh, passed away August 4 
Schaefer has been ill for the past «v0 
years. He was formerly assistant 
ager of the Massachusetts Bondi: & 
Insurance Co. at its Pittsburgh bi 
and in 1940 he organized his ow: 
surance firm known as the Fre 
Schaefer Agency. Mr. Schaefer \ 
member of the Trinity Lutheran Ch! 
Insurance Club of Pittsburgh, i 
burgh Association of Insurance Age 
and several Masonic organizations 
is survived by his mother, two daug! 
and three grandchildren. 


s 























August 15, 1947 


aed 





UNDERWRITER 


















Brewster Says Utah Law 
Answers Public Law 15 


TALKS AT SALT LAKE CITY 





Says Rate Statute Seems to Meet Re- 
irements and Eliminates Anti-Trust 
Laws’ Application 


2 





‘ontinuing the round of speeches he is 
now making in the far west, William 
H. Brewster, manager of the automo- 
pile division of the National Bureau of 
Casualty Underwriters, addressed the 
annual meeting of the Utah Association 
of ‘nsurance Agents at Salt Lake City, 
Aucust 14. 

Speaking on the subject, “The National 
Bureau and Its Functions as a Licensed 
Rating Organization Under the New 
Uteh Insurance Code,” Mr. Brewster 


- 


t appears that the new Utah regu- 
latory law has been enacted to meet the 
requirements of Public Law 15 and 
after July 1, 1948, will eliminate the 
application of the Federal Anti-Trust 
Laws.” 

Follows All-Industry Bill 

He said that this new combined casu- 
alty, surety and fire and marine rate 
regulatory law, which became effective 
August 11, follows the All-Industry Bill 
with some important exceptions. The 
Utah law, he said, contains the All-In- 
dustry rate standards of being “not ex- 
cessive, inadequate or unfairly discrimi- 
natory,” but it provides that no rate 
shall be held to be inadequate unless 
the Commissioner finds that the con- 
tinued use of such rate will or does 
endanger the solvency of the insurer or 
that the loss experienced in the classifi- 
cation covered by such rate shall have 
been adverse in the state and that the 
use of such rate does eliminate or stifle 
competition. 

Another section, Mr. Brewster said, 
directs that supporting information need 
not accompany a filing but must be sup- 
plied upon demand. The law does not 
impose upon the Commissioner a duty 
to review filings and makes no provision 
for approval but there is a fifteen-day 
waiting period before filings become 
effective. 

Casualty companies, he said, may make 
independent filings or may satisfy their 
obligation to make such filings by becom- 
ing members of, or subscribers to, a 
licensed rating organization. The Na- 
tional Bureau, he said, has been licensed 
to file for its members and every mem- 
ber and subscriber must adhere to the 
filings unless, in accordance with the 
new law, it obtains permission of the 
Conunissioner to file deviations. 

Recognizes Favorable Record 

“In addition to the manual rules and 
supp! ments thereto,” Mr. Brewster said, 
“the National Bureau has filed rating 
plans which may be applied to eligible 
risks, thereby making it possible to give 
due recognition to favorable loss record, 
good management, supervision and se- 
lection of employes, condition of equip- 
men: and safety organization. Well 
mansved risks which carry on construc- 
tive activities in the interest of accident 
Prevention and cooperate with their in- 
surance companies are certainly entitled 
to ries lower than the manual average 
rate 
e experience and schedule rating 
plan is designed as a flexible method 
whic’) may be used in order that equita- 
ble ates may be established for such 
tisk: If the loss record of the risk 
has 'een worse than average the rating 
plan makes it possible to promulgate 
rates higher than manual, thus assuring 
ade ite rates and continuance of cov- 
race for the risk which has had un- 
lorti ate experience in the past. 

U:der your new rate regulatory law 
the | iah legislature has definitely indi- 
ated that the American system of fair 
Compctition is to be sustained since indi- 
vidus’ companies may file rules and rates 
indep ndently or through a duly licensed 
ratilic: organization. The law authorizes 
your insurance Commissioner to give due 


consideration to ‘past and prospective 
loss experience within and outside this 
state’ and if he does not have sufficient 
information to determine whether such 
filing meets the requirements of the act, 
he may require the company or rating 
organization to furnish the following in- 
formation: 
Experience of Insurer 

“The experience or judgment of the in- 
surer or rating organization; its interpre- 
tation of any statistical data relied upon; 
the experience of other insurers or rating 
organizations, and any other relevant 
factors.” 

Mr. Brewster said that under the 
moratorium granted in Public Law 15, 
now extended to July 1, 1948, “the state 
of Utah has now enacted its rate regula- 
tory law in support of the continuance 
of regulation of insurance by the states, 
thereby eliminating the application of the 
Federal Anti-Trust Laws to insurance 
in Utah after July 1, 1948. 

“From now on it will require the full 
cooperation and considered understand- 
ing of all members of your association, 
the Insurance Department of Utah, es- 
tablished rating organizations and insur- 
ance companies if we are to satisfy the 
Federal authorities that together we are 
capable of administering our business 
which plays such an important part in 
the economic life of our people. On be- 
half of the National Bureau of Casualty 
Underwriters I wish to express our de- 
sire to place the experience and _ facili- 
ties of our rating organization at the 
disposal of your Insurance Commissioner 
in his new program of adequate and 
reasonable regulation as prescribed by 


your 1947 Legislature.” 
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Hartford A. & I. Makes 
Western Dep’t Changes 


JOHN C. HYDE IS_ RETIRING 





Reitze, Rutherford Associate Managers; 
Thompson General Attorney; Grin- 
ton Assistant Manager 





George H. Moloney, vice president of 
the Hartford Accident & Indemnity Co. 
announces the following appointments in 
the company’s western department: 


John W. 


ager, will be associate manager. W. Har- 


Reitze, now assistant man- 


attorney, 
Robert D. 
Thompson who has been in charge of 


old Rutherford, now general 


will be associate manager. 


the company’s claim department at St. 
and Wil 


liam Grinton, superintendent of the com- 


Paul, will be general attorney, 
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Policy 
is 
we 


AMI xe) policyholders are’served by\ an interna- 
tional claim organization. ‘More_ than 80 fully- 
staffed branch offices and hundreds of exp ert adjust- 





to:serve motoring policyhol 


rs. With 


strict financial responsibility laws in effect \in many 







states, it is\i 
insured in a‘c 
these laws and 


ortant that your policyholiers be 
pany meeting the requirements of 
erving them wherever they go, 


AMICO isa nationwide, participating stock com- 
pany writing all forms of casualty insurafice and 
bonds. If you wart a ‘‘live’’ confiection with a 
multiple-line company, findOut about the AMICO 
franchise in your community. Just write on your 


letterhead today. 


American Motorists Insurance Company 


JAMES S. KEMPER, 


SHERIDAN AT LAWRENCE, 


Atlanta (3): Kemper Insurance Bldg. 


Los Angeles (5); Kemper Companies Bidg. 
Philadelphia (7): 12 S. 12th Street 


New York (17): 342 Madison Avenue 
San Francisco (4):Russ Bldg. 


Chairman H. G. 


KEMPER, President 


“CHICAGO 40 


Boston (16): 260 Tremont Street Dallas (1): Irwin-Keasler Bidg 


New Orleans (12): Hibernia Bank Bidg. 
Portland (4): Yeon Bidg. 
Seattle (4): Dexter-Horton Bidg. 


Syracuse (2): Syracuse-Kemper Ins. Bldg. 


pensation and liability department, will 
be assistant manager. 

Vice President Moloney has also an- 
nounced the retirement of Manager John 
C. Hyde. Mr. Hyde is retiring after 
thirty-one years of service, because of ill 
health. 

Reitze’s Career 

Mr. Reitze was born in Fort Wayne, 
Ind. and was graduated from the public 
schools of that city. He has been associ- 
ated with the Hartford since 1921. He 
was formerly employed by the American 
Telephone & Telegraph Co. and later 
as salesman for Butler Prothers of Chi- 
cago. Prior to his appointment as as- 
sistant manager, he served as claim ad- 
juster, special agent and later superin- 
tendent of agencies of the Hartford's 
western department. 

Mr. Rutherford was born at Montours- 
ville, Pa. He attended Temple Prepara- 
tory School in Philadelphia and Gettys 
burg College from which has was gradu 
ated in 1919. He served in the First 
World War as second lieutenant in the 
chemical warfare service. After being 
discharged he attended the University of 
Chicago Law School and was admitted 
to the Illinois bar in 1926. He first 
became associated with the Hartford in 
1921 as a claim adjuster. He was trans- 
ferred to the home office claim depart- 
ment in 1926 and in 1929 returned to 
Chicago as superintendent of claims in 
the western department. In 1942 he was 
appointed general attorney. 

Mr: Thompson was born at Thor, Iowa. 
After graduating from high school he 
attended the University of Minnesota. In 
1928 he was graduated from the Minne- 
apolis College of Law and was admitted 
to the practice of law in Minnesota 
the same year. He was employed in the 
company’s Minneapolis claim office from 
1926 to 1928 and in the Hartford’s Duluth 
claim office until 1934 when he was trans- 
ferred to Chicago as an assistant to Mr. 
Rutherford. When the company opened 
its St. Paul office in 1946, Mr. Thomp 
son was placed in charge of that office. 

Mr. Grinton was born in Joliet, Il. 
Ile was graduated from the University 
of Illinois in 1930. He joined the Hart- 
ford organization upon graduation, serv- 
ing in the compensation and_ liability 
department, first as underwriter and then 
as superintendent in full charge of the 
department. 

Mr. Hyde who is retiring as western 
department manager is a native of West- 
field, Mass. He was graduated from 
Westfield High School in 1904 and from 
Yale University in 1908. He taught school 
for a short time and later worked for 
the Springfield Republican. He entered 
the company’s employ at the home office 
on July 10, 1916, and was transferred 
to the western department at Chicago in 
April, 1922. 


Bankers Indemnity Makes 
Changes at Cleveland 


Crowley, resident vice presi- 
Cleveland office of the 
Bankers Indemnity Insurance Co., an- 
nounces that George FE. Lasch, mana- 
ver, is now in charge of internal opera- 
tions of the office. This shift permits 
Mr. Crowley to concentrate on produc- 
tion and general policy. 

Harold V. Molloy has returned to the 
company as assistant man: ager, and 
William E. Linklater continues as super- 
intendent of the underwriting depart- 
ment, 


John L. 
dent at the 
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Continental Casualty 
Names Prize Winners 


SOMMER SURVEYS METHODS 





Boyd & Boyd, Dorgan Clark Agency 
and Pete Jans Top Winners in 
A. & H. Agency Contest 
The intermediate division of Conti- 
nental Casualty Co.’s accident and sick- 
ness department has just concluded a 
$10,000 cash prize contest that has 
proved successful from the standpoint 
of breaking all production records and 


also has brought to light many new 
ideas in developing its agency struc- 
ture. 

All agencies were placed in_ three 


classes: premium producers, application 
producers and agencies which increased 
their business through unique and in- 
genious methods. 

The honors for premium producers 
went to Boyd & Boyd, Chicago, whose 
agency produced premiums during the 
three months of the contest in excess 
of $100,000. The Dorgan Clark Agency, 
Columbus, Ohio, captured first place for 
application producers while Pete Jans, 
Chicago, topped all other individual pro- 
with individually written pre- 
excess of $24,000 for the 


ducers 
miums in 
period. 
Dark Horse Agencies 
Agencies which increased their busi- 
ness by ingenious methods were classi- 
fied as dark horse agencies. In this class 
Miller, Malvin & Malvin, Chicago, took 
first award for “dynamic methods in 
starting a new agency.” Second place 
in this class was taken by M. B. Fried- 
man, St. Paul, for largest premium in- 
crease secured through steady driving 
force. Eric Stevenson came third for 
his methods of training new agents. 


CLIFF CONGRATULATES KNIGHT 
President, Federal Life & Casualty Co., 
Pays Tribute to Cleveland General 
Agent of Company 
The election of Gilbert H. Knight, 
general agent at Cleveland for the Fed- 
eral Life & Casualty Co., to the presi- 
dency of the National Association of 
Accident & Health Underwriters, at the 
annual meeting in Boston in June, is 
recognized in a full page letter by Presi- 
dent F. V. Cliff of the company, pub- 
lished in the August issue of “Federal 

Record.” 

In his congratulatory letter to Mr. 
Knight, President Cliff says: 

“And to the association we also offer 
our congratulations upon securing such 
a clear thinker, great personality and 
experienced insurance man to guide 
its destinies throughout the coming year. 
That he will be a strong leader is well 
evidenced by the excellent work which 


he has done as vice president of the’ 


national organization. 

“Mr. Knight has been associated with 
the Federal since 1930. We have always 
admired him as a man, respected him 
as a master salesman, and regarded him 
as one of our most capable and success- 
ful agency managers. We are glad, in- 


deed, to see him win this national 
recognition. 
“The insurance business needs more 


men like Gil Knight. Not only has he 
found time to do a great job of personal 
selling himself and to build a strong 
agency organization, but he has also de- 
voted many hours to furthering the ad- 
vancement of insurance, both locally and 
nationally. He helped to form the Cleve- 
land Health & Accident Club and, as 
a part of his diversified activities, he 
founded the Cleveland Little Theater 
Guild. His recent book. “You Too Can 
Sell Insurance—lIf,” is having a heavy 
sale and should be on the desk of every 
insurance executive and salesman.” 





ARMAND SOMMER 


Leslie Watkins took fourth place for 
the greatest increase in number of ap- 
plications. M. B. West won for his suc- 
cessful methods for prospecting for new 
agents. W. B. Bartlett, Amarillo, Tex., 
for results in number of applications 
from new men he has personally trained. 
Ted Forbes, Albuquerque, N. M. for 
unusual methods in developing wide 
open spaces. R. D. Wynn, Fargo, N. D. 
for spectacular contact methods. R. D. 
Holdeman, Orlando, Fla. for perfection 
in completing application forms, and 
L. L. Nicholson, III, Washington, D. C., 
for development of government em- 
ployes’ business through close depart- 
mental cooperation. 

Armand Sommer, manager of the in- 
termediate division considers the con- 
test a great success from a production 
standpoint and is now making a careful 
survey of the methods used by the 
winners of the dark horse class to pass 
the information along to other agencies 
throughout the country in order that 
they may benefit by what the contest 
has uncovered. 





GEROW, OTHERS TO NEWARK 


At the Newark branch of Standard 
of Detroit Group, Mary Margaret Wolfe 
has been added to the staff as cashier, 
George E. Gerow has been named office 
manager, and Herbert J. Schuck, mana- 
ger of the casualty department. Mr. 
Gerow formerly served at the group’s 
Philadelphia branch. Mr. Schuck was 
formerly with the New Amsterdam Cas- 
ualty Co. 


POL e nee Tee MTT eM eT Te lit 


THE DOOR’S OPEN 


in each of the cities listed here, as well as in several 
other important centers, for the experienced insurance 
producer who is now ready to build 


A THRIVING AGENCY 


with our portfolio of Life, Accident, Health and Hos- 
pitalization policies . . . policies that meet today’s 
needs and offer volume possibilities. Our expansion 
program provides effective development assistance and 
other highly desirable advantages. 


CO ALBANY, N. Y. 
C) ALTOONA 

C) BUFFALO 

C) CHICAGO 

C1) DAYTON 

C) FORT WAYNE 
C1 FORT WORTH 
C1) HOUSTON 

1) INDIANAPOLIS 
1) KNOXVILLE 
C1) MEMPHIS 

C1 MINNEAPOLIS 
C1 NORFOLK 

C) READING 

1) SCRANTON 





If you believe you can qualify, 
write today for complete details 


FEDERAL LIFE & CASUALTY CO. 
DETROIT 2, MICH. 





BUREAU TO HEAR KNOWLTON 





Pingree, Boatner and Hills Also on 
Program of Personal A. & H. Men 
at Fairlee, Vermont 

J. F. Follmann, Jr., manager of the 
Bureau of Personal Accident & Health 
Underwriters, announces the speakers 
for the annual meeting of the bureau 
to be held September 8-10 at Lake 
Morey Inn, Fairlee, Vt. 

Principal addresses will be delivered 
by Donald Knowlton, Insurance Com- 
missioner of New Hampshire, recently 
reappointed chairman of the accident 
and health committee of the National 
Association of Insurance Commission- 
ers; Deputy Commissioner Albert D. 
Pingree, Department of Banking and In- 
surance, Vermont, representing Charles 
E. Burns, Insurance Commissioner; Ed- 
mund B. Boatner, superintendent and 
principal of the American School for 
the Deaf, West Hartford, Conn., who 
will speak on the subject of impaired 
risks resulting from deafness, and Ray 
L. Hills, secretary, Great American In- 
demnity Co., chairman of the governing 
committee of the bureau. 

The fourth annual underwriting forum, 
which has been found to be such an 
instructive part of recent bureau meet- 
ings, will have as its chairman, Stephen 
McLaughlin, assistant vice president, 
Massachusetts Bonding & Insurance Co. 





RALSTON NOW ON N. Y. STAFF 
Melvin Ralston has been added to 
the staff of the New York branch office 
of the Standard of Detroit Group as 
claim representative. 


Thomas F. Rice Dies at 57 


Thomas F. Rice, 57, manager at Bos- 
ton for the Hartford Steam Boiler In- 
spection & Insurance Co., died August 
9 of a heart attack. Mr. Rice was born 
in Hartford and spent his entire busi- 
ness life with the Hartford Steam 
oiler, having been in Boston for the 
past twenty-eight years. 

Mr. Rice was made assistant manager 
at Boston in 1934, supervising Maine, 
New Hampshire, Rhode Island and east- 
ern Massachusetts. He was named man- 
ager there in 1937. 





Two Travelers’ Changes 


Two personnel changes, casualty, 
surety and fidelity lines, were aj 
nounced this week by the Trave!-;s 
Insurance Cos. 

Leslie M. Anderson, assistant 
ager at Milwaukee, has been nanied 
manager there. The headquarters of | 
Ralph Van Duyne, Jr., field assisi:r 
at Newark, has been changed to Waueh 
Road, Towaco, N. J. 





ULLRICH JOINS EVERS-DIXON 





Resigns as Assistant to Bladen to Be- 
come Vice President and Genera! 
Manager of L. I. Agency 
Harry J. Evers, president of Evers 
Dixon Co., Inc., general agents in Long 
Island City, N. Y., announces the ap 
pointment of Arthur H. Ullrich as vice 
president and general manager, effective 
immediately. Mr. Ullrich resigned as 
general assistant to Ashby E. Bladen, 
secretary and New York manager of 
the Aetna (Fire) Insurance Group, to 

accept this appointment. 

Mr. Ullrich was previously for four- 
teen years assistant secretary of the 
Yorkshire Indemnity Co. of New York 
and also secretary of Hickok & Board- 
man, Burling, Vt., state agent of the 
Century Indemnity Co. and John W. 
Thomas, Inc., New York City broker. 
He is a resident of Rockville Center, 
Long Island. 

Evers-Dixon Co., Inc., was formed in 
1918 and is one of the largest agencies 
on Long Island, representing among 
other companies the Bankers Indem- 
nity Co., Fidelity & Deposit Co., Ameri- 
can Insurance Co., Liverpool & London 
& Globe and Boston Insurance Co. 





CHARLES H. KING DIES 

Charles H. King, Sr., 81, retired resi- 
dent manager for Cleveland and Ohio 
for the Fidelity & Casualty Co., died 
August 9 at a Cleveland Hospital. A 
native of Iowa, Mr. King was in the 
insurance business in Chicago before 
going to Cleveland in 1903 as resident 
manager for the F. & C. He retired 
eleven years ago. 
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Looking at the insurance center from 
a distance of 353 miles, it seems to us 
that one of the funniest things about it 
is the lack of uniformity in symbols 
used to denote types of insurance. It 
certainly adds to the difficulties of in- 
surance brokers, and for no good rea- 
son other than that each company has 
“always done it that way.” One com- 
pany uses “SC” and another uses “Z” 
and a third uses “C” to indicate a com- 
pensation policy. Automobile policies 
are numbered with symbols preceding 


if 
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the numerical identification, running 
trom “LA” to “Tl” 46-"U.” Burglary 
policies are lettered “ROT” or “RTO” 
or “CRP” or “OS.” Same trouble among 
inland marine companies. “JFF” or 
“JF” or “FJ” are symbols used for 
jewelry policies. Why don’t the boys 
get together and use the same symbols 
for all policies of the same type—and 
if you do, fellers, credit The Eastern 
Underwriter with an assist at third base. 
* ok x 


If any bright reader can justify the 


cockeyed system as it exists, let lim 
} 


speak up. We'll give him half of this 
space, gratis. What say? 
ae. ae 


Ronald Colman once said: “An eu- 
cational policy may not only be ithe 
means of helping a child to express !::1- 
self artistically or professionally, ‘ut, 
what is sometimes more importar'!— 
express himself financially.” 

i ee 


New Hamp-sheer silliness: If \ou 
have to get up unusually early «ny 
morning, the North Conway oper: of 
will call you—and no charge. One 0! 
our 10-year-old boys asked for a niin- 
ber this morning, and the opera or 


said: “Is this Christopher or Pete: “ 
The boy said “Peter.” She said: “1's 
is Nancy Carter—hi, Pete—I’ll get your 
number.” Nancy really should be m"- 
tioned in the Beauty Department. 
Nancy! 


—MERVIN L. LANE 











August 15, 1947 
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FIRE: MARINE CASUALTY: SURETY 


Ayeg Grog 


1inSURANCGCE 
HOME OFFICE + 10 PARK PLACE + NEWARK 1, NEW JERSEY 


Foreign Department 
111 John St. 
New York 7, New York 


Western Department 
120 So. LaSalle St, 
Chicago 3, Illinois 





Firemen's Insurance Compony of Newark, N. J. 
Organized 1855 


The Girard Fire & Marine Insurance Company 
Orgonized 1853 


National-Ben Franklin Fire Insurance Company 
Orgonized 1866 
L 


Milwaukee Mechanics’ Insurance Company 


Organized 1852 


Royal Plate Glass & General Ins. Co. of Canada 
Organized 1906 


The Metropolitan Casualty Insurance Co. of N.Y. 


Organized 1874 
e Company 





Cc rcial Casualty | 





The Concordia Fire Insurance Co. of Mil 
Orgonized 1870 


Pittsburgh Underwriters - Keystone Underwriters 


Canadian Departments 
535 Homer St., Vancouver, B. C. 
465 Bay St., Toronto, Ontario 


Southwestern Dept. 
912 Commerce St. 
Dallas 2, Texas 


Orgenized 1909 


Pacific Department 
220 Bush St, 
San Francisco 6, Calif. 




















"Tan has probably happened to you — 

You come into a town and everything about it 
feels just right. The wide lawns and friendly trees 
— the houses that are known by family names in- 
stead of numbers — the pin-neat stores and well- 
kept factories — even the greetings seem a little 
warmer. 

Instinctively, you think: what a wonderful place 
to live! 

All your life you’ve felt this way about places, 
and people, and possessions, as well as the com- 


panies you do business with. The desire to know, 


and belong to, that which you believe in, is as old 
and as natural as the human heart. 

Many policyholders tell us that that’s the way 
they feel about Northwestern Mutual. And in- 
quiry reveals that many of them are loyal and en- 
thusiastic to a remarkable and significant degree 
— both about their company and the agent who 
serves them. 

So when a Northwestern Mutual agent calls on 
you — see him. He’s a career life insurance man 
— whose objective is wrapped up with your Life 
Plans, not just the policies he delivers. And remem- 


ber, Northwestern Mutual life insurance is avail- 
able only through Northwestern Mutual age ts. 


ene en enema canteen at tert 


we Northwestern 


Mutual 


LIFE INSURANCE COMPANY 


Milwaukee, Wisconsin 


* 90TH ANNIVERSARY YEAR * 


No company excels Northwestern Mutual in that happiest of all business relationships — old customers coming back for more! 
This advertisement appeared in The Saturday Evening Post 





